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actual service tests, Craftint’'s new Flat Art 
Poster Colors more than satisfy every require- 
ment of the modern signwriter. They are water- 
proof and can be used on the thinnest paper 
or tissue without wrinkling. Craftint’s Flat Art 


Poster Colors may be used on almost any clean, 


Primrose Yellow 
Light Yellow 
Chrome Yellow 
Brown 

Emerald Green 
Light Green 
Dark Green 
Orange 

Fire Red 
Premium Red 
Peacock Blue 
Turquoise 

Dark Blue 
Premium Blue 
Deep Ultramarine Blue 
Magenta 

Cerise 

Purple 
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dry, wax-free surface where a flat waterproof 
finish is desired. These finely ground, brilliant 
colors are solid covering, ready-mixed, water 
resistant coatings that dry to a velvet-like finish. 
They are excellent for use on paper, oilcloth, 
wood, glass or metal as well as plastic surfaces. 


In normal use they dry in 10 to 30 minutes. 


For that 
steady 

BIG PROFIT 
order 

NEW 
Craftint 

Flat Art 
Poster Colors 
TODAY! 


Available in 20z. jars —1/2 Pint Cans- 
Pints — Quarts — Gallons. 


THE Cra | tint MANUFACTURING CO. © 1615 COLLAMER AVE. © CLEVELAND 10, OHIO 


NE WwW 


YORK 


CLEVELAND 


CHICAGO 


- - - for more details circle 115 on last page 





ah == AG = Bene 





*in 16 
read 
112-p: 
illust 
book 
for d 
your 


MODE 


Acco’s 

bold new 
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free 
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Acco 
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for distribution to 
your customers 
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ACCO HELPS YOU 


JUL TE 


Keeps papers spillproof, secure, in place. Saves 
re-filing. Speeds finding. Ends “missing paper’ 
panic.Durable, genuine pressboard folders aré 
trim, firm, sag-proof. Save finding time—and 
drawer space. Fast transfers—old file slides out, 
new fastener slides in! 


ASK FOR ACCO’s new booklet 

“Ideas That Save Time and Space” ‘7 
—available free at office outfitters. 

Or write: ACCO PRODUCTS, GENUINE PRESSBOARD FOLDERS 


A Division of Natser Corporation, Ogdensburg, N.Y.- In Canada: Acco Canadian Co., Ltd., Torante 


@ GD. 1m 
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"Next time be sure, 
young man... specify 
SUPERDE X!" 



































the quality brand for customer 
satisfaction ... more economical 








to use, more profitable to sell 


SUPERDEX 


QUALITY PRODUCTS 

















Folders 

Printed Folders 

Pressboard Folders 

Filing Jackets 

Vertical File Guides 

Index Card File Guides 

Index Cards: 3x5, 4x6, 
5x8, 6x9 

Folder Labels 

Fanfold Labels 

Addressing Labels 

Index Tabs 

Index Strips: 6” - 12” 

Gummed Reinforcements 


FILING 
JACKETS 
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GUIDES 











THE WARSHAW MFG. CO., INC. 


ONE OF AMERICA’S LARGEST MANUFACTURERS 
OF FILE FOLDERS AND ALLIED PRODUCTS 


1 MAIN STREET © BROOKLYN 1, N.Y. 
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HAROLD O. SHIVELY, Publisher 


“Direct and fundamental discus- CAL MORKEN, Editorial Director 
sion of basic problems, a real con- DAVID MANLEY, Editor Emeritus 
structive program .. .” These are DON FISCHER, Managing Editor 
words fron inter-office . 

wee 1 an inter-office memo JOSEPH W. FELL, MARLIN BREE, Associate Editors 
reporting our staff’s first reaction 

pi Ee. Lae : DR. G. B. CROSS, Consulting Editor 

to the 1960 series of regional meet- 
ings currently being conducted by EARL HINTZ, Production Manager 


the National Stationery and Of- DAVIDSON PUBLISHING COMPANY 


> fice Equipment Assn. We plan to 1 East First Street., Duluth 2, Minnesota 

al see you at many of these 14 meet- New York 1: Robert Shearman, 250 Fifth Ave., MUrray Hill 3-4723 
3 \ Fe Chicago 1: 221 North LaSalle St., CEntral 6-1600 
ings throughout the country. 


Los Angeles 34: Dick Meyer, 3137 Kelton Ave., BRadshaw 2-1456 


Two well prepared and expertly San Francisco 5: J. A. Converse, 274 Monadnock Bidg., YUkon 2-3039 
or moderated seminars form the 
nucleus of the program. They 


deal with the most interesting sub- 


ll jects of any business, money and C ONTENTS 
people. In translation, this be- JUNE, 1960 VOL. 40, NO. 6 
comes Financial Management and 


Personnel Management. The dis- 


cussions are built around actual oe ‘ 


case histories. Active dealer par- : Lee a2 
ticipation adds substance. A Letter From Washington . H 
Covered in one section entitled, New Products 14 
“Figures Talk,” are costs, pricing, In My Opinion Aj 
a break-even analysis, tests of By Harold O. Shively 
liquidity and _ profitability, and How Well Do Suppliers Help You Sell? 18 
formulas which any dealer can use A Practical, Profitable Leasing Plan 21 
in measuring his own operation. Introducing New Merchandise 4 
“The Human Side” is a presen- By Dr. Gordon B .Cross 
tation on personnel selection, Untangling The Office Supply Line 26 
training, management and com- Self-Selection Doubles Drop-In Business 29 
pensation. During this discussion, Salieri % 
dealers are quick to testify that Sales Meeting ‘ hecklist ” 
salesmen represent one of their im- News, People & Events 32 
portant investments. It develops, Presstime News 32 
though, that too few dealers actu- Views Of The News 54 


ally equate the investment made Are You Getting The Most From National Sales Programs? 57 
in personnel with the investment By Monroe Oppenheimer 
made in inventory. Yours For The Asking 


69 

As for the human side of con- The Stationers Calendar 76 

ventions, we take our hat off to Cincaiiied: Mduettinegnend “6 
Frank Garcia, Beach Typewriter 


Co.. Miami Be yho’s been con- 
: fiami Beach, who's gic — COVER PHOTO: Seated in 
vention chairman for NSOEA’s 


Zs : their showroom are Her- 
District 4 two years in a row. man Marx, 


doc Bert Wolf and 5 PA 
Guess it’s the price he pays for do- Tw Sie none at Seale 
y : : : Stationers. See story on 
ing business on that delightful page 26. 
Py strip of sun and sand. 


; MODERN STATIONER is published monthly by Davidson Publishing Company, Pubi:- 


cation office, Duluth, Minnesota; Editorial and Executive offices, 1 East First Street, 

e Duluth 2, Minnesota; Business offices, 250 Fifth Avenue, New York 1, New York; 

CTs Marshall Reinig, president; Robert Edgell, executive vice president; Harold O. Shively, 
ou vice president; Anita Reinig, secretary, Gene Kuefner, treasurer. 


Single copies 30c. 
Y, Subscription -~*--, $3.00 per year; Canada and foreign, $5.00 per year. 
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“DISPLAY RACK DOUBLES SALES OF 
DENNISON CREPE STREAMERS” 


reports Barker’s Stationery Store, Quincy, Mass. 
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Miss Anna L. Fruth, Barker’s Party Goods Buyer, says: 
“‘We’ve been selling 100% more streamers and 22% more 
crepe folds since we installed this Dennison display rack. 
During the 3 weeks before Easter, we sold more than a 
gross of white streamers alone!” 


You can get much faster crepe turnover with this hand- 
some natural birch, self-service rack. It displays 30 








dozen crepe folds and 14 dozen streamers in only 6 sq. ft. 


of floor space. For information regarding this display } 


rack, contact your Dennison salesman or write Dept. F-22 
Helping you compete 


Denn 
RVI nore offectively 


FRAMINGHAM, MASSACHUSETTS 


- - = for more details circle 117 on last page 
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“Demand for lightweight papers in 1960 and for the next five years will increase 
faster than for any other major category of paper or paper products ... The 
success of paper industry research in developing efficient lightweight printing 
papers to offset the effect of higher postal rates is responsible for the sales 
surge. ’-— G. W. McCleary, sales director, Ecusta Paper, at National Paper Trade 
Assn. convention. 

* _ * 
“How long does it take us to find something? How long does it take us to COpy 
something? Why was it that up to now the time of finding and copying an en- 
gineering record was longer than the time needed to send some of our rockets 
to their targets?” — Maj. Gen. P. E. Ruestow, U.S.A.F., at National Microfilm 
Assn. convention. 

% x # 
“Every good statiwoner knows that the sales volume on supplies is three times 
that on office capital goods. Profits there are higher, too. A single office type- 
writer can consume $50 in carbons and ribbons a year. We want our stationers lo 
capture every bit of this market in his locality.” — Carter's Ink Co. announce 
ment of trial-size, 12-sheet carbon paper packs, aiso for the small lot buyer. 

% * % 
“We receive MODERN STATIONER every month and enjoy it very much. However, 
as soon as we looked at the cover of this issue (April), it caused some comment. 
Directly under your heading ‘Moprrn Strationer,’ sits a Class 800 National 
Cash Register, abandoned from manufacture in the early 20’s, no itemization, 
no printed total, $9.99 ring up, plenty of temptation for the high school girls 
who must have to add the amount of their sales on a paper bag. We fail to 
see anything modern about this.” —E. B. Dunkerly, Bayport, N. Y., dealer, 
referring to April cover picture from Brain’s Store, Omaha. 

* * * 
“Inventories have been called the graveyard of American business because they 
have so frequently been the prime cause of business failures and voluntary 
liquidations. Two primary causes of inventory losses are price drops and ob- 
solescence.” —From “Inventories and Business Health,” new handbook avail- 
able for $1.00 from Business Publications Division, Dun & Bradstreet, Inc., 
P. O. Box 803, Church Street Station, New York 8, N. Y. 

* * * 
“A novel typewriter, equipped with the usual keys, but which sends morse via 
any radio transmitting system available, has been developed by a Norwegian 
engineer.” —FInanciAL Trmes, London. 

* * % 
“Most salesmen have to make out reports as to number of calls per day, how 
many orders they got, how many demonstrations they made, etc., ete. If I 
were a salesman I think I would add a little extra garnish to my reports and 
put down at the bottom of the sheet, or some place on the report, ‘I asked for 
- - - orders today and got - - - .. Some otherwise splendid salesmen seem to 
hold back or are afraid to ask for an order.” —From house organ of The Shelby 
Salesbook Co. 
“Today the percentage of people doing paperwork in the average U.S. com- 
pany is eight times what it was 50 years ago. As a result, suppliers of equip- 
ment that can reduce office costs and increase efficiency have enjoyed a rapidly 
expanding market. The growth rate for copying equipment has been more 
spectacular than even the skyrocketing electronics industry.” —From announce- 
ment of new Thermo-Fax Sales, Inc., office in Philadelphia. 
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Norcross goes to f: 
to bring profits right home to you ! 


“Far Away Places” is Norcross’ newest, really 
different selection of greeting cards. And far away, 
too, is the mood. You'll see beautifully reproduced 
scenes of tropical lakes, great cathedrals, castles in 
shadowed forests . . . and many more. And there’s 
one for any occasion from weddings to belated 
birthdays . . . in both classic and studio editions. 

See them advertised in LIFE. There’l! be a full-page 
4-color ad in the July 4th issue of LIFE magazine 
to back up your displays. Its ‘‘mood’”’ attraction 
will appeal to your most discriminating customers 
... they won’t miss it! So be sure to give your “Far 








Norcross, Inc., 244 Madison Avenue, New York 16, N.Y. 


There's always something new from NORCROSS 
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Away Places”’ greeting cards plenty of prominence. 
Gift and general Wrappings, too! Norcross has also 
reproduced scenes from “Far Away Places’’ in 
colorful wrappings. Your customers are bound to 
appreciate this sentimental and really unusual way 
to enhance gifts. 

Your Norcross salesman will supply you with 
information on the display rack and the tie-in pro- 
motional material, including streamer and poster. 
Stock up on the new Norcross “Far Away Places’ 
selection of greeting cards now ... and your profits 
will soon be going places, too! 








GREETING CARDS 


- - - for more details circle 142 on last page 
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...means BIGGER “BACK-TO-SCHOOL” PROFITS for yo 


44-% FROHT 40% PROFIT 


ASSORTMENT SSR60! A complete department of LEAD AND ERASER ASSORTMENT 1iLE60 

Sheaffer’s popular priced writing instruments. 12 each Features a complete selection of Sheaffer’s fastest 

of fast selling cartridge fountain pens, ballpoints, selling leads and erasers in a compact, easy-to-sell 

pencils and a selection of high-profit accessories. from case for steady year-long profits. 

Bubble packed on 4” x 7” cards for self-service display eo me 

on FREE pegboard rack. Also includes: one FREE - = 

cartridge pen, ballpoint, pencil and a complete in- 4 a AFTER 9 

store “Back-to-School” display kit. i =\) 4 

Retail Price $104.31......... DEALER COST $58.97 | PROV: . TERRIFIC MONTHS 
‘ 


la a OF SALES TESTING 
43% FROEHT \ # IN MID-AMERICA! 
ASSORTMENT BSD60! Includes a display kit that a ; 
helps you promote ALL your “‘Back-to-School”’ mer- The only complete line of popular priced writing 
chandise, 6 cartridge fountain pen sets, 12 each of instruments and high-profit accessories. Backed 
cartridge pens, ballpoints, pencils and a selection of with mg on aap aps campaign on tele- 
accessories. Storewide display and one cartridge pen, vision, and in leading youth magazines. 
ballpoint and pencil are included FREE. 
Retail Price $134.01......... DEALER COST $76.79 











ACT TODAY! Contact your Sheaffer wholesaler or call collect tor 


Mr. M. Keith at the W. A. Sheaffer Pen Co., Fort Madison, lows. 
44.6 % PROFIT : 
SPECIAL ‘‘BAKER’S DOZEN'’ ASSORTMENTS! 8 md EAF E i R'S 


Either 13 cartridge fountain pens, Skripriter ball- 
points or pearl center pencils for the price of 12. 


© 1960, W. A. SHEAFFER PEN COMPANY * FORT MADISON, IOWA * SHEAFFER PENS * MAICO HEARING AIDS 
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erfrom Washington... 


MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 

May 15, 1960 


Increasing use of automatic mail handling equipment has caused the Post 
Office Department to draw up plans for strict limitations on sizes and shapes 
of mailing pieces. The Post Office plans to put the restrictions in effect 
on January 1, 1962. 





For envelopes the agency plans the following regulation: "Envelopes 
with shapes other than rectangular are nonmailable. Envelopes having a 
ratio of width (height) to length of less than 1 to 1.41) are not recom- 
mended. Envelopes not sealed on all four edges are nonmailable. Envelopes 
used for mailing at third class rates of postage must be sealed on all four 
edges and must carry the notation, 'Third Class -- May be opened for Postal 
Inspection! ." 


Postal regulations for first class mail would be revised to make non- 
mailable "envelopes, cards and self-mailers which measure less than three 
inches in width (height) or 44 inches in length." In addition, post cards 
could not be larger than 3 9/16 by 5 9/16 inches and would have to be com- 
posed of unfolded cardboard with a thickness of not less than .0085 or more 
than .0095 of an inch. 





Third class mail would carry higher rates for articles mailed singly 
or in bulk when the address side exceeds 9 x 12, when the address side is 
less than 3 by 44, when packages are not rectangular, when contents cause 
a hump or uneven surface, when articles are enclosed in bags, when articles 
are addressed by tags, and when envelopes, cards or self-mailers have a 
ratio of width to length of less than 1 to 1.41. Federal government mail 
would also have to conform to the minimum size prescribed. 


The wording "not recommended" used in connection with length and 
width ratio proposals won't bar noncomplying envelopes from the mail, but 
will probably result in their being set aside for hand processing. 


Several members of the Congpesesceel Small Business Committees are 
considering ‘the introduction of legislation which would prohibit suppliers 
from furnishing specialized equipment to retailers as an inducement to 
stock the supplier's products. This might presumably include a bar against 
supplying gift card racks to stationers. 











Whether bills are actually introduced depends upon the outcome of 
several cases pending before the Federal Trade Commission, involving the 
gift of freezing cabinets to grocers. Hearing examiners have recommended 
the dismissal of the cases, and they are now pending before the full Com- 
mission. If the Commission goes along with the examiners, the bills would 
be forthcoming. 





The National Conference of Nonprofit Shipping Associations is warning 
retailers that freight forwarders are attempting to secure legislation 
which would prevent stores from consolidating their freight individually 
or cooperatively in order to avoid high freight charges on less-than- 
carload lots. 








The Federal Trade Commission has adopted "Guides Against Deceptive 
Advertising of Guarantees" for the use of its staff in monitoring ads. 
With FTC indicating that it may expand its jurisdiction to cover all 
retailers instead of just interstate chains, the Guides take on added im- 
portance. Typical ads at which FTC says it will take a dim view are 
"Guaranteed lowest price in town" and "Guaranteed to save you 50 percent." 
Such ads, FTC says, must be accompanied by a clear disclosure of what the 
advertiser will do if savings are not realized. One way to avoid FIC 
trouble in such ads uld be to include wording to the effect: "If within 
X days from the date you buy a typewriter from me you purchase the identical 
machine in town for less and present a receipt therefor to me, I will refund 
your money." 








Guarantees as to performance and lifetime must also be explicit, the 
FTC Guides say. A guarantee, for example, that a business machine will 
last 18 or 36 months must include disclosure of what the advertiser will do 
if the machine falls apart before the guaranteed time and whether the buyer 
is liable for service or labor changes, where does the guarantor stand on 
"repair, replacement, refund." 


Office equipment dealers selling on time are likely to have to contend 
with the paper work involved in the credit-labeling bill being pushed by 








sen. Paul Douglas (D., Ill.). The bill would require a written statement 
of all financing charges presented as an annual rate on the declining 
balance. Though a late-comer, the legislation has attracted a lot of 
popular appeal, and with elections coming up, it has an excellent chance 
of being enacted. 


The American Retail Federation is calling for immediate action in 
Congress on legislation to overturn the Treasury ruling barring a business- 
man from deducting dues paid to a trade association if a substantial part 
of the association's activity is for lobbying purposes or for the promotion 
or defeat of legislation. ARF says that if a group of retailers banded 
together through their association to get parking meters or a limit on 
downtown parking in order to compete against shopping centers, their contri- 
butions to the association could be disallowed as a tax deduction. 


Proponents of resale price maintenance turned out to have overesti- 
mated their strength in the House Rules Committee. A motion to table 
WFair Trade" in the 1o-member group carried by a vote of 6-, with two 
abstaining. To get the bill, approved last year by the House Commerce 
Committee, to the House floor would require a 7-5 majority. Backers of 
the legislation would have to pick up the votes of the two members who 
didn't vote before, and also switch one who voted against the bill. 








The Business and Defense Services Administration reports that the 
United States has slipped from its position as the leading world exporter 
of adding and calculating machines and cash registers and is now the world's 
top importer. . . .To help retailers plan orderly remodeling of their stores, 
the Small Business Administration (Washington 25, D.C.) has issued a free 
pamphlet called "Store Modernization Check List." 
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Opens zip-quick! 


New Springhill, Bond, like all International Paper business papers, 
comes to you in a handy junior carton with pull-tape opener. 


N= Springhill Bond is ream-wrapped _ samples of International Paper’s complete 
and packaged 84%”x 11” and 8%%"x14” _line of business and printing papers. 
in a junior carton that opens zip-quick. 
Most International Paper printing papers BUSINESS PAPERS 
will soon be available in handy, pull-tape Springhill Bond 
junior cartons. They are ideal for small off- Springhill Duplicator 
Bnlinast : Springhill Mimeograph 
Set c uplicating presses. 
These papers look and feel like pre- CaS CaSnes 
ae sien ails ‘ced f Springhill Offset 
-grade papers, yet are priced for Ticonderoga Offiset® 
volume work. They handle well on the Ticonderoga Text* 
press, give excellent printing results, ream International Ti-Opake* 
after ream. * Will soon be available in handy pull-tape junior carton. 
Ask your paper merchant to show you 


INTERNATIONAL PAPER 


FINE PAPER DIVISION e NEW YORK 17, N.Y. 














Pen With 
Paper Supply 1 


A new type ball pen 
that carries its patented 
paper supply at all times 
is made of brass metal 
and coated with gold like 
finish. The paper refill in- 
serts into the barrel of the 
pen and when needed rolls out easily by turning the pen. The pens 
sell for $3 and paper refills are 25 cents. The German-made pen is 
available to dealers and distributors in the United States from 
J. L. Bagarry, Jr., Dept. 58-6, 2755 Liberty, Beaumont, Texas. 





L) 


Partition Planning Kit 

Marnay - Rockaway’s new Parti- 
tioner Planning Kit enables dealers 
to create realistic office layouts of VN 
any size or shape. The kit contains & 
a total of 490 panels, posts and in- ~— 
serts scaled 4%” to the foot. The 
miniature components snap together 
to form any desired arrangement of offices and enclosures and, 
since layout changes can be made on the spot by customers, the 
dealer saves many hours of paper-planning time. The new kit 
is also an effective sales aid. For further information, write 
Marnay Sales Division, Rockaway Metal Products Corp., 41 E. 
42 St., New York 17, N.Y. 


Vinyl Attache Case 3 

A new slim, lightweight, full size 
(1644” by 10°” by 314”), all vinyl 
attache case is sealed and riveted 
electronically to guarantee lasting 
dependability Designed primarily 
to carry business papers and cor- 





respondence, it is easily adaptable 
as a packaging or premium item. Developed to retail for $2.98, 
units are available from Rimar Co., 60 W. 15th St., New York. 


Decorative Pen Set 4 

A fashion first in pen-and-stand 
desk sets is Esterbrook Pen Com- 
pany’s new Stylist which the owner 
can coordinate with any interior 
decor, or through which expression 
can be given to the owner’s hobby 
or other recreational interest. The 
distinctive feature is a circular 
black-plastic base with a removable 
transparent plastic top, under which 
the owner can insert a decorative a 
swatch of wallpaper, drapery fabric leather, or a color snap- 
shot. A metal plate that backs the insert furnishes a pattern 
for cutting the insert to fit. For those who prefer to use them, 
three fashion-color pre-cut paper discs come with the set, pro- 
viding a choice of six colors since each disc is a different color 
on each side. There is a choice of a ball point pen with a fine 
or medium point, a cartridge-type fountain pen, or a lever-fill 
fountain pen. Both fountain pens are available in a choice of 
32 points. The set retails at $4.95 
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Sa Nameplate Press 5 


A new compact machine for 
stamping individual letters and 
numbers on all types of indentifi- 
cation plates and tags has been an- 
nounced by the Identification Sys- 
tems Co., 246 Fifth Ave., New York 
16. The Ident-O-Matic nameplate 
press can also be used for marking 
on keys, tool-room tags, nameplate 
badges for personnel, storage bin 
tags and scores of other identifica- 
3, tion purposes. A catalog explaining 
the equipment is available 








Battery-powered Eraser 

The Qwik Electra Eraser is a new, 
motor powered device enabling users 
to erase single letter or numerical 
errors without marring adjacent 
characters. Spinning at 4500 RPM 
it erases ballpoint, ink, and typing 
errors. Corrections without smudg- 
ing carbon copies can be made with 
no slipsheeting because speedy ro- 





Weighing six ounces, the 
Qwik Eraser operates on standard flashlight batteries, and can 
be carried in pocket or purse. A bronze anodized Model E-15 
retailing at $3.50 is equipped with 11 replaceable erasers. The 
maker is Jet Corp. of America, 16 S. Broad St., Philadelphia 2, Pa, 


tary action erases without pressure. 


School Binder 7 

A new teaching aid, the “Space 
Saver” binder, will be distributed 
nationally in time for the 1960 fall 
school season. Made by the Nifty 
Manufacturing Co. Div. of St. Re 
gis Paper Co., the binder comes in 
six colors. It has punch holes at 
the top and its unique construction 
permits the top cover to be folded over so that a flat writing 
surface results. A pencil box with a magnetic closure is incor- 
porated into the top of the binder. Moving the punch holes to 
the top permits the thousands of left-handed students to write 
as easily as those who are right-handed. There is no second 





cover to deal with since it is folded over flat. 


Pencil Box 

A new Educator Pencil Case of- 
fered by Mary Louise Associates has 
dials built into the cover to indicate 
the states of the Union, including 
Alaska and Hawaii, and their re- 
spective state capitals. The hinged 
cover, with a safety catch, also car- 
ries an engraved outline map of 
the United States. Inside the cover is additional state informa- 
tion. The case, in assorted colors, hold an assortment of school 





supplies. It is packed a half dozen to a display carton and re- 
tails for $1. 
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‘ Parker 61 
° Jet 
Fighter 
Pen 


You can sell the latest—and finest— 
of all Parker fountain pens with 
full confidence in full mark up! You 


don’t have to fight discount compe- 


tition. No need to worry about sud. 
den markdowns. And your customer 
buys with full confidence in the 
Parker name —and in the new pen 
that fills itself through exclusive 
capillary action, holds its ink at ai- 
titudes up to 8 miles in Parker’s 

space-designed, Jet-tested “safety 
iction st “ ,.h CU a = ae : chamber.” Join fine stores all over 
riting ye a —— the world in featuring the new, high 
incor- " 4 ato i all é £ the new, £ 
les to i profit Parker 61. 





write 


onal The Jet Flighter is nationally adver- 


tised in Life, Esquire, New Yorker, 


Sunset and Holiday. 


The 
Parker 


Pen 


COPYRIGHT 1960 BY Cb THE PARKER PEN COMPANY 


orma- 


JANESVILLE, WISCONSIN, U.S.A 


- - - for more details circle 143 on last page 
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“Twinkle-Foil,” an aluminum. 
flaked foil gift wrapping, has a 
been introduced by the Memphis 

Converting Co. in conjunction 


Executive Attache Case te 
r ~—, “Flight-King,” made by Progress 


¢ 


Case & Bag Co., 1100 W. Washing- 
ton Blvd., Chicago 7, Ill., is a new 
case made with 30 percent leather 
content for extra long wear. It has 
a four-pocket file folder and can 
double as an overniter. The case is 
available in suntan, ginger or black. It has two handles for easy 
carrying and triple stitched bound edges for protection against 
scuffs. A clear coat of vinyl provides scratch resistance. The 
case retails for $12.95. Minimum packaging is three to a carton Z 


Filter Tip Ball Pen 12 
Are 


Scripto’s new “Escort” pen is 
In 3 


with the Aluminum Compary of 
America. It is offered in four 
colors: silver, gold, blue and red. 
with vari-colored stars and se. 
quins. It is packaged in indi- 
vidual rolls or one each of four 





colors to a four-roll box. 


Labeling Tool 10 

The Dymo Corporation, 2546 
Tenth St., Berkeley 10, Calif. 
announces an addition to its line 
of “on-the-spot” labeling tools, 
the DeLuxe Dymo-Mite Model 
M-3. This new machine features 


described as the world’s first  ball- 
point pen with a filter tip. In ad- 
dition to the filter tip pen point, it 
features a new permatextured ball 
point that is all but immune to wear 
plus a slim, thin-wall ink cartridge 



















a chrome-plated lightweight alu- Cs which increases ink capacity. The pages, 
minum body and a built-in cor- [setter ink cartridge nas a long metal bore given 
ner rounding and hole punch device. The new M-3 will emboss which acts as a filter and keeps speak 
Dymo’s complete line of tapes, both pressure-sensitive colored the ink flowing freely. Priced at manuf 
plastic and metals. The tool is priced at $51.95 and includes full $1.69, the new ball pen is chrome asked 
warranty. Being introduced simultaneously is a new black tape topped and comes in four fashion colors — charcoal, sage green, — 
which, when embossed, produces stark wh!te lettering against a sea blue and coral red. The new refill cartridge, priced at 59 and gi 
black background. cents, also fits other quality Scripto ball pens. Whi 
— — make 
exami 
pation 
Pict 
turer 
tine ¢ 
oS ae j men. 
¥ discus 
EMBOSSED LABEL' ik 
oh There 
. by sit 
cards 
on-the-spot...with the 4 
pared 
i They 
DYMO MITE ™2 E 
—_—_— Thi 
« manu 
hand embossing tool = 
provi 
and 
Dial your letters and gently press the handle . . . and you these 
have the neatest, most permanent, high-contrast labels you | 
ever! For just pennies you have quick color labels on a that | 
wide variety of DY MO patented vinyl and metal tapes. waste 
No waste with the built-in trimmer, either. The pres- supp 
sure sensitive adhesive backing lets you use the costs. 
DYMO System of Identification anywhere, every- duce 
where, indoor or out! Exclusively DYMO engi- Th 
neered . . . accept no substitutes. Sold only meds 
through authorized DYMO distributors. ata | 
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- - - for more details circle 118 on last page 
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Opinion 


Are You on the Team, Or on the Sidelines? 


In an article on the following 
pages, our editorial staff has 
given many of you a chance to 
speak your piece on the subject of 
manufacturer selling aids. We 
asked for comments, pro and con, 
and got them. 

While we are on the subject, let’s 
make a critical, yet constructive, 
examination of the dealer’s partici- 
pation in this area. 

Picture, if you will, a manufac- 
turer sales manager making rou- 
tine calls with one of his sales- 
men. While visiting a dealer and 
discussing a storage problem, they 
happen to enter the stockroom. 
There the sales manager finds, side 
by side, one large stack of display 
cards and another of envelope stuf- 
fers which his organization pre- 
pared six or eight months earlier. 
They had gone unused and he 
never had heard why. 

This is an example of a typical 
manufacturer complaint about the 
dealer’s use of selling aids, often 
provided at great expense. You 
and your customers help pay for 
these promotional services whether 
you use them or not. It is ironic 
that these materials should ever be 
wasted by the very dealer who is 
supposed to be helping others cut 
costs, increase efficiency and_ re- 
duce wasteful paperwork. 

The point is that in standing 
ready to criticize the manufactur- 
er’s handling of these selling tools, 
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we should also be ready for a little 
self-evaluation and perhaps breast- 
beating. It might be proper to ask 
ourselves some specific questions. 

Do I order from the manufac- 
turer only those merchandising 
aids that I will use? The dealer 
who consistently orders displays 
and then lets them gather dust in 
a back room is, it seems, trying to 
kill the goose that lays the golden 
eggs. 

Do I leave point-of-purchase ma- 
terial on display the recommended 
period of time? This is especially 
important where your supplier has 
worked up a field-tested plan for 
introducing new items, a subject 
that our consulting editor, Dr. 
Cross, discusses on page 24. He 
points out that if you give a new 
item only the space it earns, you 
will often give it no space at all. 
It takes time and space to build 
up volume in a new line. You've 
got to give a little to get a lot 
later on. 

Do I make suggestions to the 
proper people for the improvement 
of merchandising aids? It is not 
feasible for a supplier with, say, 
8,000 outlets to visit each of these 
dealers and discuss sales promo- 
tion techniques. But you can be 
sure the supplier could do a better 
job for you if he knew what each 
of these dealers was thinking. He 
can question dealers by mail’ and 
maybe get a 9 percent return, as a 


major typewriter manufacturer did 
recently when asking 5,000 dealers 
to help design an almost free floor 
stand for dealer use. This would be 
considered a good return in some 
mailings, but not when the respon- 
dent’s self-interest is so clear. The 
supplier can also check with a few 
handy dealers or the more vocal 
ones, and perhaps get a distorted 
view of things. How much better 
for each dealer with something on 
his mind to pass it along, rather 
than harbor silent resentment. 
Other questions a dealer can ask 
himself while reading the next few 
pages: What’s wrong with running 
a circus full of banners and stream- 
ers if it sells merchandise and 
makes friends for the store? If 
you're lukewarm about contests, 
premiums and sales clinics, is your 
opposition all conviction or part 
laziness? When a really good dis- 
play comes along that isn’t free, 
are you willing to shoulder the 
nominal fee? When a representa- 
tive has something worthwhile to 
tell your salesmen, do you cooper- 
ate by getting the staff together at 
a suitable time? Do you promptly 
follow up leads from national ads? 
Many a dealer practices the 
teamwork it takes to sell. This lit- 
tle list of reminders is intended, of 
course, for the dealer who doesn’t. 
You be the judge of whether you’re 
on the team, or on the sidelines. 


Maal neg 








Dealers were asked to rate the quality 
of various selling aids and promotional 
services available from their sup- 
pliers. This is the order in which 25 


such services were evaluated: 


GOOD 


1. Catalogs, price lists, greeting card 


albums, etc. 
Sales literature, mailing inserts. 
Dealer-imprinted catalogs. 


Factory guarantees. 


FAIR 


5. Self-selection packaging. 


6. Samples. 


7. Merchandising tips, successful case 


histories. 
8. Window displays. 
9. In-store displays, racks, signs. 
10. Sales calls with dealer salesmen. 


11. Pre-priced merchandise. 


12. National advertising with referrals 


to dealer. 


13. Display and promotion contests. 


14. Direct mail campaigns to dealer lists. 


15. Employee training, sales courses. 


16. Furniture design service, color coord- 


ination. 


POOR 


17. Distributor advisory committees. 


18. Share dealer advertising costs. 


19. Sales contests for dealers, dealer 


salesmen. 


20. Help at grand openings, promotions. 


21. Contests, premiums for consumers. 
22. Films for consumer showings. 

23. Traveling exhibits for dealer use. 
24. Local market data. 


25. Advice on lighting, layout, display. 













> e | 
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How Well Do 


is f 


Are the aids of your manufacturers of real value 
in your selling? How can you take better 
advantage of them? Here’s a roundup of dealer 
opinions and tips on getting more from supplier services 


"Phe list of services offered to retailers by the manu 

facturers of stationery and office equipment is long. 
Limit the list to those services which might be classed 
as selling aids or sales promotion tools, and it is still 
easy to come up with more than two dozen types of 
“help from outside” which are available to dealers either 
free or at nominal cost. 

How do these merchandising services rate in quality 
and quantity? Do you agree with other dealers as to 
what you want from suppliers? How could you make 
better use of the services now available? 

To find out, we asked a representative group of 
dealers for their opinions on a wide range of services 
provided by industry manufacturers. The result is a 
composite dealer’s eye view of selling aids, a number of 
suggestions for new or improved services, and a range 
of comments from “excellent” to that of a large South- 
western dealer who said, “It seems to me that many — 
not all — manufacturers appear to go out of their way 
to make their products difficult to sell.” 

Just as no supplier provides all the services on our 
list, so no two dealers hold exactly the same opinion 
on how well the services are performed and how much 
of such help they need. 

But returns showed clearly that most dealers are 
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pleased with both the quality and 
the quantity of catalogs, price 
lists, sales literature and similar 
material which they receive. And 
as many as 80 percent of the deal- 
ers in the survey said there is not 
enough cooperative advertising, 
not enough help in training em- 
ployvees through manufacturer- 
sponsored sales courses, not enough 
advertising material in the form 
of films for television and scripts 
for radio use. 

Only a small minority of the 
dealers surveyed mentioned get- 





premiums. In each case there were 
just as many dealers, or more, who 
said they did not get enough of 
the selling aid under discussion. 

Often the comment concerned 
the suitability of selling aids for 
a particular store. 

“Ninety percent of the display 
material,” said a Pennsylvania 
dealer, directly into the 
wastebasket. Manufacturers should 
wise up. They would do well to 
design their display material so it 
could be used throughout the 
Now it’s all for in front. 


goes 


store. 


Suppliers Help You Sell? 


ting “too much” of any kind of 
selling help. The services which 
drew an occasional reaction of this 
kind were the more common ones 
such as display and promotion 
contests, window and in-store dis- 
play material, and contests and 








ENOUGH—When asked to rate the quantity of vari- 
ous sales and promotional tools available to them, 
half or more than half of the dealers in the survey 
said they receive enough (or too much) of these 


Each company wants to have its 
product in the front of the store. 
Why not do something to make 
people want to go to the rear of 
the store?” 

In discussing the same display 
materials, a Mississippi dealer 





complained that “counter cards do 
not show benefits to the customer 
as their No. 1 theme. Usually the 
product name is featured.” 

One Eastern dealer believes 
many dealers are at fault for re- 
questing displays and then not 
using them. His policy is “Don’t 
ask for it unless you will use it.” 
This might end the endless tug-o- 
war in which dealers claim that 
suppliers don’t furnish enough de- 
cent material and suppliers say 
that the dealer doesn’t use what 
they provide. 


The way dealers in general rated 
the various selling aids is indi- 
cated in separate listings. 

When returns from larger deal- 
ers, with annual sales of more 
than $300,000, were tabulated sep- 
arately, only three significant vari- 





from suppliers: 


lpia A 1. Traveling exhibits for dealer use. (85%) 
¥P - 2. Samples. (84%) 
1. Display and promotion contests. (80%) 3. Share dealer advertising costs. (81%) 
“'— iad a? 70% | 4. Employee training, sales courses. (80%) 
- In-store displays, racks, signs. ‘ 5. Films for consumer showings. (77%) 
3. Sales contests for dealers, dealer salesmen. 6. National advertising with referrals to dealer. 
(65% } (74% ) 
4. Window displays. (60%) 7. Local market data. (71%) 
5. Catalogs, price lists, greeting card albums, etc. 8. Direct mail campaigns to dealer lists. (70%) 
(68% ) 9. Pre-priced merchandise. (69% ) 
6. Merchandising tips, successful case histories. 10. Advice on lighting, layout, display. (68%) 
(61%) 11. Help at grand openings, promotions. (64%) 
12: test iums f : So 
7. Sales literature, mailing inserts. (57%) on — " entice = a . (38 fe | 
sp : 13. Furniture design service, color coordination. 
8. Distributor advisory committees. (56% ) (54%) 
9. Dealer-imprinted catalogs. (52%) 14. Sales calls with dealer salesmen. (54%) 
10. Self-selection packaging. (50%) 15. Factory guarantees. (52%) 


NOT ENOUGH—More than half of the dealers sur- 
veyed want more of the following types of help 
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ations appeared. The larger deal- 
ers, as opposed to all dealers, say 
(1) they do not get enough in the 
way of sales literature and mail- 
ing inserts, (2) there are not 
enough sales contests for dealers 
and dealer salesmen, and (3) the 
quality of catalogs and price lists 
leaves something to be desired. To 
this, Frank A. Grounds, Wagner 
Office Equipment, Sana Angelo, 
Texas, added, “Our market needs 
TV films.” 

The printed material from sup- 
pliers and the training aids of- 
fered by suppliers were both a 
big concern of the larger dealers. 

A representative comment from 
this group of dealers was that of 
Doug H. Russen of Zac Smith’s, 
Birmingham, Ala. He called for 
“better newspaper mats, better 
radio scripts, and better illustrated 
catalogs and information sheets.” 
He also suggested that manufac- 
turers “stop selling direct to our 
customers.” 

Another of the larger dealers, 
from Mississippi, touched on sales 
courses by saying that “manufac- 
turers representatives are not well 
enough trained in their own lines 
of merchandise.” 

On the same subject, Earl E. 
Thompson of Thompson’s in Palm 
Springs, California, said “adult 
evening training classes conducted 
by the manufacturer are a field 
which is different from a school 
conducted course. One or two 
training meetings per year by a 


20 
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. . » How Well Do Suppliers 
Help You Sell? 
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factory or sales representative 
pays big dividends for both inter- 
ested concerns. Knowledge is pow- 
er, especially to the sales force. 
And to arrive at this, people must 
have training other than that 
available at national conventions.” 

Howard S. Weiss, New England 
Stationery Co., Providence, R.1., 
touched on two popular points in 
his comments. 

“It is my personal opinion,” he 
wrote, “that by manufacturers in- 
creasing their share of dealer ad- 
vertising cost plans, they will find 
dealers increasing their volume on 
a specific item by 38 percent. We 
have found this figure to be the 
minimum. 

“In addition, with improved fur- 
niture design and color coordina- 
tion service, and I emphasize color 
coordination, the more conserva- 
tive buyers will become more 
aware and interested in what is 
fast becoming a dynamic industry 
in itself.” 

The need for a broader type of 
selling help was indicated by Sam 
G. Colton, Office Stationery and 
Supply Co., Medford, Oregon. He 
said there is “not enough promo- 
tion on the importance of a sta- 
tioner to the community. We need 
a campaign to let the offices and 
accountants know how much serv- 
ice and knowledge we offer to take 
the pressure off price.” 

Several dealers commented on 
the important role of packaging. 


One said that decimal quantity 


packaging and pricing is an excel- 
lent move. Another, A. C. Holden, 
Meadeville Office Supply Co. 
Meadeville, Pa., suggested that 
“where possible, attrtctive packag- 
ing identifying the product can 
help.” Display racks, he said should 
be coordinated to self-service and 
there should be fewer easel type 
racks and more of the hinged box 
type. 

A California dealer with annual 
volume of between $50,000 and 
$100,000 mentioned what may be 
a sore spot among smaller retail- 
ers. “You have to fight,” he said, 
“to get catalogs, particularly on 
lines purchased through whole- 
salers.” 

Part of the problem for manu- 
facturers, apparently, is that they 
must tailor a program to please 
all types of dealers—a_ display 
kit for both big and small stores, 
advertising mats for the industrial 
supplier and also for the self- 
selection operator with mostly 
store sales, contests for the giant 
dealers as well as those serving 
smaller markets. For a manufac- 
turer’s view of the problem, read 
the article on page 57, entitled, 
“Are You Getting the Most From 
National Sales Programs?” 

Additional comments on_ this 
facet of manufacturer-dealer rela- 
tions appear on page 17 in an “In 
My Opinion” editorial by Harold 
O. Shively, publisher of Mopery 
STATIONER AND OFFICE EQUIPMENT 
DEALER. 
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Leasing Plan 





any dealers sell office furniture 
Mi package deals, but overlook 
the profit possibilities of a prac- 
tical leasing plan. Others have half- 
hearted programs which lack the 
tax features of a well thought out 
plan. Still others vest rental pro- 
grams with the mantle of a simple 
lease. 

Not so with Randolph Desk Co., 
Cleveland, Ohio. Owner Larry 
Lewis has built leasing in conjunc- 
tion with a package office program 
to the point where active accounts 
now fill an entire safe shelf. 

“A leasing program can be very 
profitable,” says Mr. Lewis, “but 
it has to be done right. You have 
to have a legally tenable lease 
that will satisfy the Internal Rev- 
enue Service. You have to estab- 
lish standards and rules and allow 
no deviation, lest you get burned. 
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And pricing must be geared to 
recoup at least 90 percent of the 
selling cost over the period stip- 
ulated.” 

It took the firm five years to 
produce its smoothly functioning 
lease program. Mr. Lewis experi- 
mented with leasing periods rang- 
ing from one to five years, found 
the three year period is best for 
his needs. Shorter periods make the 
monthly payments too steep for 
the average customer. And longer 
periods lessen the effectiveness of 
the modern decor-replacement sell- 
ing theme. 

The minimum amount for a 
leased package has been set at one 
thousand dollars. Subsequent addi- 
tions to any lease package are car- 
ried as a separate lease, never 
added to the original amount. It is 
not unusual to see a customer who 





Larry Lewis of Randolph Desk Co. has “‘Lease- 
O-Desk"’ signs amid his office furniture displays 
to promote the leasing program. 


Five years of experimentation have given this Ohio dealer a smooth- 
ly functioning lease program for office furniture. The firm's ‘Lease- 


O-Desk’ plan now serves a whole shelf full of active accounts 


is taking out a second lease pack- 
age step up to bigger ticket items 
to attain the thousand dollar mini- 
mum. 

“One of the best things about 
leasing,” says Mr. Lewis, “is that 
it has eliminated the discount 
problem. Customers interested in 
leasing don’t cite the ‘cheaper else- 
where’ slogan. For example, we 
recently had a man in the store 
who was interested in a steel con- 
ference desk. Our price was $250, 
and he promptly responded that he 
could buy a similar unit in another 
store at a substantially lower price. 
As he was leaving, he noticed the 
‘Lease-O-Desk’ sign in one of our 
office displays. He said he’d heard 
about the program and he asked 
for details. As a result, instead of 
losing a sale, we obtained a lease 
order for five desks worth $,1700. 
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And there was no more talk of dis- tures, 
counting.” do! ph 

Every businessman who walks tional 
into the store, says the owner, is a Lewis 
prospect for either a lease or an couns 
outright sale. There’s a_ probing most | 
and educational job to be done, To 
however, because a leasing cus- pressi 
tomer usually has a good reason numb 
for leasing. It’s the salesman’s job linque 
to tactfully uncover the reason, comp 
then to explain the inherent ad- leasin 
vantages. carrie 

Most leasing customers are sold check 
when the tax and working capital Case | 

Precise paper control is an important element of Randolph's leasing program. Here an office advantages are fully explained, office 
girl checks control card information. is me 
of wo 
legal 
_— An 
‘ dolph 
clad r 
= last 1 
vance 
until 
the | 
and | 
Mr. Lewis shows a prospect one mont 
of the showroom’s model offices 
while ascertaining the type of fur- helps 
niture designed. defat 
the | 
that 
need 
To 
steer 
equij 
cust 
a pl 
mica 
pure 
The company also finds the aver- Ju 
age customer is confused on the tical 
difference between a short term shou 
rental and a long term lease. It’s 
necessary to explain in detail why 
an option to purchase cannot be ine 
included in the lease form and why 
title to the property must remain 
with the dealer. 
The lease agreement form at 
The lease form is Randolph Desk Co. has been mod- 
oo te the ified from an automobile lease. The 
form, as it now stands, has been 
tested in court and found satisfac- 
tory. All insert spaces on the form 
are underscored in heavy black 
lines to minimize the possibility of 
ommissions by the secretarial staff. 

In only one case, a bankruptey 
proceeding where the landlord had 
intervened as a third party and 
claimed a lien on the office fix- a 
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tures, has the court construed Ran- 
do!ph’s leasing form as a condi- 
tional sales contract. And Mr. 
Lewis has been assured by legal 
counsel that, on appeal, there al- 
most certainly will be a reversal. 

To avoid giving a wrong im- 
pression, it should be said that the 
number of bankruptcies and de- 
linquencies has been microscopic 
compared with the total number of 
leasing accounts. The company 
carries out a reasonable credit 
check and also insists that, in the 
case of corporations, at least two 
officers sign. The bankruptcy case 
is mentioned just to show the need 
of working out a lease form free of 
legal pitfalls. 

Another important part of Ran- 
dolph’s leasing program is the iron- 
clad rule that the customer pay the 
last three months’ charges in ad- 
vance. No merchandise is shipped 
until the salesman has obtained 
the proper signatures on the form 
and has collected for the last three 
months, plus the first month. This 
helps eliminate the possibility of a 
default in payment at the end of 
the lease period and the chance 
that collection procedures will be 
needed. 

To insure resalability, the store 
steers clear of leasing specialized 
equipment or custom furniture. A 
customer, for example, who wants 
a pink desk with an orange For- 
mica top must make an outright 
purchase. 

Just how profitable is this prac- 
tical leasing plan? An illustration 
should answer the question and, at 


A lease prospect ex- 
amines fabric sam- 
ples with outright 
purchase in mind as 
a possibility. Acces- 
sories are not in- 
cluded in the lease 
package at Ran- 
dolph Desk Co. 


the same time, explain Randolph’s 
pricing procedures. 

A customer desires to lease a 
number of desks which cost Ran- 
dolph’s $100 each. With normal 
markup, the retail selling price 
would be $170. So, in order to re- 
coup 90 percent of the selling price 
by the end of the 36-month lease 
period, the customer would be 
billed 2.5 percent of the selling 
price, or $4.25, a month per desk. 

At the end of 36 months, the 
company will have recovered $153 
plus the desk, which almost al- 
ways will be in top shape. The desk 
is then resold for approximately 
two thirds of the cost, or $66. This 
means the company has received 
$219 for each of the desks. 

The cost to Randolph’s has been 
$100 for the desk, plus 18.5  per- 
cent special including 
property tax, insurance, transpor- 
tation and maintenance. This still 


overhead 








= 


Control sheet for 
each lease is part 
of the paperwork 
that keeps the pro- 
gram _ functioning 
smoothly. 
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leaves a gross profit of $100.50. 

Actually, the example is con- 
servatively estimated. It is more 
likely that the desk on resale would 
bring $100, since it is only three 
vears old and probably in good 
condition. 

Even this is not the entire profit 
story. With every lease package, 
there is invariably an accompany- 
ing outright sales package. Mer- 
chandise such as desk pads, lamps 
and floor and wall coverings are 
not included in the lease. The leas- 
ing program thus creates outright 
sales which otherwise would not 
have been made. 

To run the leasing program ef- 
fectively, Mr. Lewis maintains that 
precise paper control must prevail. 
At Randolph’s, there is never any 
separation of order form, delivery 
ticket, lease, control card or invoice 
copy. All are filed together in ring 
binders, and the control card serves 
as an accurate record of the entire 
transaction. 

This makes’ what 
would be a_ difficult inventory 
problem simple. Since the firm re- 
tains title to all leased equipment, 
it is necessary to include all such 
items on the inventory sheets. All 
that need be done is take the in- 
formation off each customer’s pa- 
per packet. 

Insurance is figured as part of 
the overhead. Previously, all leased 
equipment was carried on a fire 
insurance policy with an extended 
coverage endorsement. Now, a non- 
schedule personal property floater 
for off-premises property 


otherwise 


gives 


broader coverage. 











Sy Gorden FS. Cr0se, Ph. D. 
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Introducing} ] 


R etailers frequently ask themselves why so 
many items of new merchandise fail to sell 
well enough to become profit makers. 

Some of the fault often lies with the item 
itself or with the buyer who selected it. How- 
ever, there is ample reason to believe that many 
items would be more successful if more thought- 
ful effort was put into introducing them. 

The modern customer has been conditioned 
to being bombarded with selling campaigns for 
all kinds of merchandise. He does not expect 
to go searching for new ideas and new goods. 
He does not have to do so because so many 
new things are being thrown at him from all 
sides that he has little time to bother hunting 
for innovations. 

Manufacturers are well aware of this and 
they never bring out a new item without de- 
veloping a well-integrated marketing campaign. 
They pre-test the new item to discover its cus- 
tomer appeals, plan advertising to take advan- 
tage of those appeals, and follow up with sup- 
porting sales promotion campaigns. Can we as 
retailers expect to do less than this if we are 
to get our shares of the new item business? 

It is true that the merchant does not have 
as much investment in a new item as the pro- 
ducer has. However, it is not the single item 
which concerns us, but the waste which ac- 
cumulates from so many false starts. When 
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taken together, we do have a lot 
at stake and it is worth while to 
try to improve the situation. 

Why not develop a campaign for 
each new item we offer to our cus- 
tomers? If we believe in a piece 
of merchandise strongly enough to 
invest money in it, certainly we 
must feel that our customers will 
want to buy it. 

A campaign for introducing an 





earns, because the new merchan- 
dise cannot earn any space until 
we give it a chance. We must, 
therefore, gamble with some of our 
best display space if we are going 
to get new items working for us. 

A decision of this kind has its 
parallel at the producers level in 
that it is net unusual for a manu- 
facturet to spend far more for ad- 
vertising a new product than that 


It is not enough to say you will give a new item the space it earns, 


because it may not earn any space until you give it a chance 
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item should follow the same pat- 
tern which is used to sell a piece 
of goods under any circumstances. 
First we have to do something to 
make the customer aware of the 
item. In modern times, much of 
this work is done for us by the 
producer. Through his advertising 
campaign he does his best to let 
the consumer know that his mer- 
chandise is in existence. More 
than likely he has made exhaus- 
tive studies to prove that there is 
a need or want for his item be- 
fore he introduces it. 

Making the customer aware of 
an item at the retail level, there- 
fore, resolves itself into making 
the customer aware that we have 
the item in our store or in our 
line. Sometimes this means mak- 
ing decisions between two or more 
alternative courses of action. We 
must decide whether it is better 
to put all our display space and 
selling effort into proven sellers or 
to use some of it for introductory 
work. 

It is not enough to say that we 
will give a new item the space it 
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product may earn in its first year 
of existence. We, too, must real- 
ize that we cannot get a new item 
rolling unless we do some mission- 
ary work on it. 

It is true that the primary re- 
sponsibility for promoting new 
products lies with the producer of 
the goods. We cannot assume, 
however, that the entire responsi- 
bility is his. We make our prof- 
its by selling merchandise, not by 
just acting as a place where people 
can come and pick up things they 
have already decided to buy. 
When merchandise is almost com- 
pletely presold, the discount op- 
erator moves in and our margins 
shrink disastrously. 

The responsibility of making the 
customer aware that there is some 
desirable merchandise in our store 
is, therefore, a dual one. Coopera- 
tion between producer and retail- 
er has increased tremendously in 
the last decade, but we must ex- 
pect it to increase much more in 
the near future. 


After making the customer 


aware of our new item we must 








translate that 
action. We can- 
not force the customer to buy, nor 
can we wish to do so. However, 
if the customer wants or needs the 
item we are offering we must try 
to translate those wants so that 
the customer will buy in our store. 


do our best to 


awareness into 


To achieve this, we must be pre- 
pared to put initial selling effort 
into the product far beyond the 
returns which we can hope to re- 
alize at the beginning. 

It is usually discouraging to try 
to sell a new product. But this is 
where real selling takes place. Sell- 
ing an established product is most- 
ly a matter of order-taking and re- 
quires very little of the salesman’s 
skill. Everyone in an organization 
should be made to realize that the 
introduction of a new product is 
difficult, costly, and time-consum- 
ing, but that it is one of the most 
important activities of a progres- 
sive business organization. 

In addition to developing aware- 
ness and working at point-of-con- 
tact selling, the introductory cam- 
paign will not be completely ef- 
fective unless all appropriate types 
of sales promotion activities are 
brought to bear on our new item. 
In this we can take our lessons 
from our friends the producers. 
They know the value of such de- 
vices as window displays, action 
displays, telephone and mail cam- 
paigns, selling, sam- 
pling, and campaigning. Not all 
items respond to all forms of sales 
promotion, but nearly all kinds of 
merchandise will be helped by at 
least one special selling device. 


suggestion 


Most of us are aware of the im- 
portance of the activities being 
discussed here, but the important 
point is that we start thinking of 
them all as parts of an integrated 
introductory campaign for new 
products. 

We will not reach our full po- 
tential in new item promotion un- 
til we make the selling campaign 
a part of our buying routine. There 
is no excuse for buying anything 
for resale unless we know how we 
are going to sell it. Stores are too 
crowded and lines are too full to 
add new items which may merely 
result in inerchandise accumula- 
tions. Customers expect to be sold. 
It is our job to sell them. 
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Paperwork detail of purchasing is taken over by dealer's staff. Here pre-set de- 
liveries for day are automatically processed. Customers can trim high costs of 
requisitioning, purchasing, receiving, storing, distributing and order processing. 








A Philadelphia dealer has joined the ranks of those 
who help customers pare office supply purchasing costs with 


a flexible system tailored to individual buying patterns 








A periodic shipping system in this ware- 
house area makes the firm's large facili- 
ties a substitute stock room for customers. 
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rpviie day of the trusty errand 
wy and the handy petty cash 
box are going the way of the roll 
top desk when it comes to office 
logistics. Ever higher costs and 
stickier red tape are making it im- 
peralive for firms to simplify all 
purchasing procedures. 

cited by Philadelphia 
Stationers, 4250 Whitaker Ave., 
Philadelphia, indicate that an or- 
der for office supplies — whether 
it be for one box of paper clips 
or a 75-item requisition — costs on 


Figures 


the average about $15 and takes 
about six pairs of hands to pro- 
cess and handle. 

The company believes it is set- 
ting the pace among dealers in 
its area through a unique system 
of tailoring office supply proced- 
ures to fit customer operations au- 
tomatically, thereby reducing a 
lot of unnecessary expense and 
duplicated effort in an age when 
paperwork seems to beget more 
paperwork, 

“We are doing this,” says Bert 
Wolf, 43-year-old president of the 
firm, “in a variety of ways. We 
consult with our customers’ pur- 
chasing departments and _ figure 
out the best buying method for 
them.” 

Take this simple case as an ex- 
ample: Philadelphia Stationers 
found that one of its customers 
was ordering about 50,000 folders 
every six months. The particular 
type of folder cost about $20 a 
thousand. With an eye toward 


improving its customer service, 
Philadelphia Stationers took a 
routine check of the customer's 
supply procedures. It was found 


that the company was using only 
about 8,000 folders a month. The 
customer was, therefore, not only 
wasting money, but, by overstock- 
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ing, was also tying up capital that 
could be used elsewhere. Also, the 
customer’s stock 
dened with surplus supplies. Phila- 
delphia Stationers inaugurated a 
system whereby it automatically 
supplied the firm with 8,000 fold- 
ers every month. The system has 


room was. bur- 


been extended to cover all of the 
hundreds of items normally or- 
dered for the office. No longer is 
the customer’s storage space en- 
cumbered with excess baggage. 
His capital is free to be used or 


ig | the Office Supply Line — 


invested elsewhere; and, not in the 
unimportant, he is saving 
money as a result. 


least 





In ways like this, Philadelphia 
Stationers is trying to streamline 
all its customers’ supply proced- 
ures. To be able to do so is no 
small task, for the accounts range 
from medium sized plants to giant 
blue-chip corporations. 

In order to meet the needs of 
such a variety of firms, the dealer 
must be flexible in his own opera- 
tion. To be able, for instance, to 
fill a rush order from a small com- 
pany for $2 or $3 and, at the same 
time, keep each of a five-state 
chain’s 70 stores supplied with a 
weekly delivery of office supplies 
would take than a 
flexible, tightly-knit organization. 
Each bit of 
each bothersome administrative 
detail it takes off its customers’ 
backs must be shouldered by Phil- 
adelphia Stationers itself. It must 
take paperwork it 
saves its customers, it must 


nothing less 


service it provides, 


care of the 
pro- 
vide the storage space its custom- 
must tie 
up its own capital to permit its 
customers’ 


ers are conserving, it 


money to be put to 
better use than as an investment 








Salesman advises customer on color and fabrics in showroom of Philadelphia Stationers. Office 
furniture accounts for 35 percent of sales. 





in long-range office supplies. 

One of the many systems it has 
worked out consists of drawing up 
a single yearly purchase order for 
general office supply items to elim- 
inate costly weekly or monthly 
bookkeeping. 

“At the present time,” says Mr. 
Wolf, “we number 47 accounts 
getting our various purchase sys- 
tems, with a number of others 
ready to come into the fold. There 
is no annual minimum volume 
needed with any given account, 
except that the account be worth- 
while. 

“There are no written annual 
contracts, but there are purchase 
orders stipulating prices. Each 
system varies a little in order that 
it may save the customer time and 
effort in receiving, distribution and 
accounting.” 

In effect, the staff of Philadel- 
phia Stationers is the customer's 
stock clerk, and the dealer’s ware- 
house is the customer’s stock room. 

It’s no wonder that Mr. Wolf 
looks at his 26,000-square-foot 
showroom-warehouse and says, “It 
looks like we'll have to break out 
of her any day.” It was built in 
1955 with the expectation that, if 
business was good, it might have 
to be expanded in 10 years. 

In a field where rugged compe- 
tition has pared the price of of- 
fice supplies to the bone, the only 
advantage a customer derives from 
dealing with a particular supplier, 
observes Jim Wood, vice president, 
is in the services provided. 

Philadelphia Stationers has tried 
to train its 10 salesmen to be rep- 
resentative of the service their 
firm offers. The salesmen are in- 
doctrinated to be primarily inter- 
ested in keeping their accounts up 
to date on new products and lo- 
cating the “unobtainable.” It’s 
therefore not unusual for a sales- 
man to recommend a customer to 
a competing firm if what he wants 
is not among the 50,000 items car- 
ried by Philadelphia Stationers. 

Teamwork among the salesmen 
is an echo of that found among 
the firm’s top men. Mr. Wolf, the 
president, and Mr. Woods, vice 
president, are old school chums. 
They teamed up in 1948 with Her- 
man Marx, secretary-treasurer, to 
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Modern headquarters of Philadelphia Stationers in the northeast section of city wos completed 


in 1955. 


buy out Philadelphia Stationers. 

In 1951 the firm expanded into 
the office furniture business. Orig- 
inally located at 905 Walnut St., 
they later moved to Arch St., and 
then in 1955 the three partners 
had their present modern plant 
built in the northeast section of 
the city. 

The company’s sales volume has 
increased substantially since the 
triumvirate took over. Its 428- 
page catalog represents only a 


This article on Phila- 
delphia Stationers is 
adapted from the cover 
story of the February, 
1960, issue of GREATER 
PHILADELPHIA MAGA- 
ZINE, with permission 
of the publishers. Fur- 
ther use of the article 
has also been made by 
Philadelphia Stationers 
by circulating it in the 
form of an attractive 
four-page reprint. 


small portion of the inventory. Of 
fice supplies account for 60 per- 
cent of sales, furniture for 35 per- 
cent and equipment for five per- 
cent. Plans are being made to ex- 
pand the office design department, 
incorporating layout and decora- 
tion services. Another move be- 
ing considered is the opening of 
branch warehouses in other Dela- 
ware Valley locations, with the 
aim of serving customers even 
faster and better. 
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An office supplier reports after eight months 
experience with his new store arrangement 


rop-in trade more than doubled! Over- 
**E Fall business is far better than ever be- 
fore in 16 years of office supply business!” 

That’s the report from Dewey Connell, own- 
er of Conuell’s Office Supplies Store in Carls- 
bad, New Mexico, after more than six months 
in his self-selection store. 

Along the north wall, a 78-foot wall run was 
installed eight feet away from the wall to form 
“back-up” stock storage area. Dividing the 
wall run, toward the rear of the store, is a 30- 
inch folding door which leads to the “alley” 
storage area and to the stock room and the 
shipping and unpacking room at the back of 
the store. Incoming merchandise is uncrated, 
marked and put into stock without entering 
the selling area of the store. 

Along the south wall, a 15 by 78 foot area 
is provided for office furniture display. This 
area is partitioned into three model office areas 
—each in different color treatment. 

Another attractive point at Connell’s is the 
spaciousness of the aisles. Six island units are 
spaced six feet apart, minimizing the possi- 
bility of in-store traffic congestion. 

One wall above the wall run is turquoise: 
the south wall is coral; and the rear wall is in 
chocolate brown with a showroom office, fronted 
by a light mahogany panelled counter and 
planter box. White fiberglass acoustical tile 
is used on the ceiling. 

The floor is brown and tan vinyl tile, match- 
ing the fixtures. The store is also air-condi- 
tioned and utilizes in-store music to put shop- 
pers in a relaxed, receptive buying mood. 

The lighting system provides 105 candle- 
power per foot — the highest illumination level 
of any commercial building in Carlsbad. The 
system was engineered and designed to pro- 
vide high level, low brightness light saturation, 
without glare or shadows. 

“Since moving into the store in August of 
1959, we have increased our gift inventory, 
added greeting cards and built a 50 by 150-foot 
parking lot,” says Mr. Connell. “Our holiday 
business had an outstanding increase over our 
old store and I know it will continue because 
people like to shop in a self-selection store.” 

Mr. Connell also expressed pleasure that it 
took only three days after equipment arrived 
for the designer, Harry O. Planz, and his crew 
to get the store ready for business. 
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A “‘bull-pen"’ type checkout counter is centered in the new Connell’s store, 
Carlesbad, New Mexico. Note casters on spot table, at left, for easy 
positioning in other departments of the store. 





Canopy letters indicate the high degree of departmentalization. Note use 
of sloped and level shelves, glass binning, and the formica-topped, ‘‘honey- 
comb” case for colored crepe paper. 


Drafting supplies are displayed along the rear wall at Connell’s. Sliding- 
glass-door showcases display precision instruments. Vented base panel on 
this wall unit is part of air-conditioning system. 

(Photos courtesy of The Bulman Corp.) 
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good first question a sales 
A manager should ask himself 
is: What is the specific objective 
of this meeting? 

You may have many good rea- 
sons, but make sure you choose 
the one which is of prime impor- 
tance as the springboard. Then 
prepare your program with that 
goal in mind. If your objective is 
to teach salesmen how to sell more 
of “X” products, make that sub- 
ject the first order of business and 
stick to it. 

Once you have your major ob- 
jective clearly in mind, start a lucid 
presentation, making sure your 
salesmen understand clearly what 
you are attempting to do. Then see 
that other subjects are placed in 
their proper perspective, if possible 
reflecting directly on product “X” 
and giving it greater importance 
in the eyes of your salesmen. 

V Plan for Customers. Anyone 
speaking to your salesmen about a 
product should avoid mentioning 
features which are supposed to be 
“good,” unless he explains why 
these features are important to the 
purchaser. 

“Good quality,” as an abstrac- 
tion, is not salable. Sales meetings 
should spotlight a product’s spe- 
cific qualities, applications and 
markets. This adds _ believability 
to the ideas you are trying to get 
across. 

V Not Too Many Subjects. A 
meeting in which a few subjects 
are thoroughly discussed is usu- 
ally more fruitful than one which 
merely scratches the surface of a 
lot of material. Salesmen can em- 
ploy only the sales story they un- 
derstand. Therefore, confusion and 
uncertainties should be minimized, 
even at the cost of limiting the 
material covered. 

Restrict the presentation to 
fundamentals and make certain 
that every appropriate phase of 
these fundamentals is adequately 
considered. Anticipate all the 
questions you can; if any new ones 
are asked, be sure to answer them. 
A good salesman, equipped with 
a thorough knowledge of the basic 
facts, will develop a more effec- 
tive sales presentation than he 
would with a pre-planned story 
which has been thrown at him 
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Sales Meeting 
wv Checklist 


If you suspect your sales meetings are less effective than 





they could be, run through this checklist while planning your next 
meeting and plot a few improvements. The sales meeting 


should be an exciting example of the highest type of selling 














superficially. 

V Allow Sufficient Time. Don’t 
cram too much into a session. It 
is better to make sure that a lim- 
ited amount of material is well 
understood than to risk the con- 
fusion which usually results when 
you “throw the whole book.” 

With most guest speakers, you 
will find a safe rule of thumb is 
to assume that each may need 20 
percent more time than he esti- 
mates. Providing such built-in 
slack in the program is one way 
to avoid timing difficulties. An- 
other method, useful when the 
program is longer, is to allow lib- 
eral and flexible intermissions, 
breaks or recess periods. 

V Provide Variety. In a sales 
meeting, salesmen are in an at- 
mosphere entirely different from 
their normal working conditions. 
To an executive, the situation may 
not be much removed from his 
usual routine. He is accustomed to 
meeting with various groups in 
the company, with civic and fra- 
ternal organizations, and with 
trade associations. But the sales- 
men are completely se parated 


from their usual “climate” of tra- 
vel, receptionists, buyers, _ brief- 
~ases, samples, alertness to objec- 
tions and ready answers. 

A sales meeting is somewhat like 
removing a boxer from the ring 
and making him sit quietly in a 
class on physical fitness. A little 
is all right, but the program must 
be varied enough to hold his in- 
terest. 

V Change of Pace. Few speakers 
are so good that their audience 
doesn’t get tired of them if they 
try to run too much of the show 
single-handed. Some companies 
set a limit of 20 minutes per speak- 
er before any one group. Such a 
limitation forces a speaker to have 
his remarks well organized and 
helps to prevent rambling. 

V Showmanship. Used meder- 
ately and properly timed, show- 
manship can drive home important 
points. It involves knowing what 
is appropriate, how to set up the 
proper background, and when to 
stop. 

Good showmanship in a sales 
meeting need not mean a theatri- 
cal performance. Instead, it is 
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real y a simple but effective illus- 
traton. For example, one com- 
pan’ in dramatizing the reason 
for «sking 100 percent cooperation 
from all salesmen in a particular 
campaign, had before the group a 
huge pair of scales (a homemade 
enlargement of an old-fashioned 
weighing balance). On one side 
was placed a large box labeled 
“Our Goal.” On the opposite side, 
the boss placed, one by one, a 
series of smaller boxes each labeled 
with a salesman’s name. Only after 
the last small box was added did 
the big pointer swing into bal- 
ance between the big and little 
boxes. 








“In this portion of the sales meeting, 
we will show how to crack and sell a tough 
account.”” 





The stunt was effective in driv- 
ing home the point that only 
through the combined “weight” of 
every salesman could the job be 
done. Skits, humor and case his- 
tories are among the other inex- 
pensive but useful tools which can 
add “spice” to sales meetings. 

Also, flip charts, film strips, cut- 
away displays, flannel boards and 
“black light” can be useful in 
making a point. However, no 
speaker should expect them to do 
the whole job for him. 

In addressing salesmen, a speak- 
er should know exactly what will 
be the most effective sequence of 
ideas. With a supply of 3” by 5” 
cards, there is no excuse for a 
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speaker wandering in his presen- 
tation and leaving all the graph- 
ics until the end 

V Watch the Details. A sales 
meeting can easily flop if the or- 
ganizers overlook the little details. 
You may, for instance, go to ex- 
treme lengths to find just the right 
movie on some appropriate sub- 
ject only to have the whole thing 
fall flat at the meeting when the 
sound system on the projector 
fails to work. 

Extensive rehearsals for an elab- 
orate sales meeting to make every- 
thing “just right” can do down 
the drain because somebody for- 
got the chalk for the blackboard, 
or the thumb tacks for the post- 
ers, or the easel to hold the charts. 
Every little detail should be 
checked before the meeting. 

V A Neutral Atmosphere. Meet- 
ings held in a stockroom or ware- 
house are sometimes so suggestive 
to a salesman of the “things I 
meant to get done while here” that 
some of the effectiveness is lost. 
Routine noises in a company’s of- 
fice are also usually distracting. 

For some meetings, a_ hotel 
room or similar place, adequately 
equipped and away from company 
property, can be the most con- 
ducive to attention, study and 
learning. The room should be 
comfortable, quiet and either air 
conditioned or at least well ven- 
tilated. It should be equipped with 
proper tools for the speaker. All 
the salesmen should be able to 
see and hear well. Comfortable 
chairs and tables will make note- 
taking easier. 

V Prevent Interruptions. Any 
interruption that causes salesmen 
to be disturbed reduces the effi- 
ciency of the meeting. Most in- 
terruptions can be eliminated by 
stationing someone at a rear door 
with the assignment of controlling 
incoming messages, visitors, sup- 
plies and equipment. 

Too much literature and a 
steady stream of samples are two 
common distractions you should 
be careful about. Catalog sheets, 
price lists, pictures and descrip- 
tions should be distributed only at 
the point where a speaker is go- 
ing to focus the attention of each 
salesman on that printed material. 


Any speaker will lose a high pro- 
portion of his listeners when they 
have too much printed matter be- 
fore them. Also, a series of 
samples passed along from sales- 
man to salesman in a large group 
is usually a quick way to disrupt 
your meeting. If samples for each 
member of the group are not 
available, the best substitute may 
be a visual aid such as a flip chart 
or photographic slide. Then a 
speaker can go over the features 
of a product with full attention. 
If only one sample is available, 
and if there are no charts or pho- 
tos, the sample should be used by 
the speaker alone and not circu- 
lated during the meeting. 

V Two-Way Discussion. A sales 
meeting in which there is free two- 
way discussion among all present 
will give management facts on the 
sale of its product which may have 
been overlooked. Company offi- 
cers and promotion people can 
present useful information to the 
salesmen. And salesmen, in turn, 
can frequently contribute new 
ideas for better merchandising and 
promotion, product varia- 
tions. 

Future plans should always have 
a high priority. Report on the 
past only to the extent of “giving 
the scores” in which salesmen may 
be interested. Long-winded his- 
torical reviews are to be avoided. 
Concentrate, instead, on facts that 
will instill confidence in the com- 
pany and its management. Com- 
pare your growth with competi- 
tion’s loss. Present all statistical 
reports in terms of “What does it 
mean to me, as a salesman?” 

Sales meetings are a vital part 
of selling and of management. 
Good meetings bring many bene- 
fits: training, education, good atti- 
tudes and relationships among 
salesmen and between salesmen 
and management. They provide a 
morale uplift, a challenge, enthusi- 
asm, and loyalty and understand- 
ing on the part of salesmen that 
management respects them, de- 
pends on them and has confidence 
in them. 

Profitable sales meetings are de- 
signed to help the salesmen. They 
should not be mere sounding 
boards for management. 


even 
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Murphy to Supervise 
4 Ivan Allen Stores 


James H. Murphy has been appointed 
supervisor of western division branch stores 
for Ivan Allen Co. Under his supervision 
will be stores in 
Athens and Chatta- 
nooga, Tenn.; Gads- 
den, Ala; and 
Rome, Ga. He also 
retains his position 
as manager of Ivan 
Allen’s Rome, Ga., 
store. 

The appointment 
was announced by 
William H. Glenn, 

Murphy Jr., president. Mr. 
Murphy, a native of Macon, joined the 
Ivan Allen organization in 1953. 





Wagner Elected Head 
Of Greeting Card Assn. 


Fred J. Wagner, The Gibson Art Co., 
was elected president of The Greeting 
Card Assn. at the group’s annual meet- 
ing in April. He succeeds Frank J. Morre, 
Sterling Greetings, Inc. 

Others elected to serve the Association 
for the coming year are: vice president, 
James M. Day, United Printers & Pub- 
lishers; treasurer, Dave Forer, D. Forer 
& Co.; and eight other directors. 

The directors are Moe Becker, Williams- 
burg Publishing Co.; Tom Doran, Thomas 
Doran Co.; Milton K. Harrington, Chapel 
Art Studios; Sam Jaffe, Wallace Brown, 
Inc.; Orin Loo, Looart Studio Press; Arthur 
Markoff, The Paramount Line; Miss Ra- 
chel Obershaw, Norcross, Inc.; and James 
Werblow, Polygraphic Co. of America 





Irving O. Losner, left, of Goldsmith Bros. and 
Mortimer Libien of Libien Press, Inc., have 
accepted the 1960 chairmanship of the sta- 
tionery industry's annual effort in behalf of 
the United Jewish Appeal to aid homeless 
refugees. 
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PRESSTIME NEWS 


Chas. G. Stott & Co., Washington, D. C., has purchased controlling interest of 
Rockville Stationery, Inc. L. J. Mi.uiKen, Stott vice president and general man- 
ager, said Rockville Stationery will continue under its own name and the mana- 
gement of Herman G. Hartman, who founded the firm five years ago. ... The 
mayor of Tulsa, Okla., was on hand to snip the ribbon at the official opening of 
a new Tusco (Tulsa Stationery Co.) store at 718 S. Boulder Ave. The company, 
managed by Bors, Par and Rotanp Artraway, Jr., was formed in 1926. The new 
location was occupied in February and the grand opening was in late April. The 
new store includes several showrooms and a basement office supply warehouse. . . 
Woodruff Office Equipment & Supply Corp. is remodeling and adding to its facili- 
ties at 2946 Erie Blvd., Syracuse, N. Y. 

* * * * 

Space at the 1960 Eastern Commercial Stationery Show is nearly sold out, 
according to MANNIE Kier and Jonn Fisk, co-chairmen of sales. Only a dozen 
exhibit spaces remain for the fourth annual Eastern show. A publicity committee 
headed by Irving Jupkorr and Witu1am LowentHuat has now turned its atten- 
tion to promoting dealer attendance, aiming to better the 1959 attendance total 


of 7,119. Show dates this year are Oct. 15-18 at the New York Trade Show 
Building. 


* * * * 

“Friendly Fifth” District Traveler Par Parrerson reports: Golf outings are 
scheduled for the Cincinnati area June 7, Cleveland area June 16 and Detroit area 
July 20. April sales rally in Cincinnati was attended by 157. . . . GEorGE 
Reep and Ropert Stewart, Consolidated, Inc., Middletown, Ohio, have moved 
to new and modern quarters at 1728 Central Ave. ... Georce TRimMenr has been 
named furniture division manager at Columbus Blank Book Co. ... Almost 200 
dealers and travelers attended a Cleveland testimonial for Mr. and Mrs. C. W. 
(Jack) CLark, veteran Sheaffer Pen salesman who was promoted and transferred 
to Chicago. . . . Frances E. McCormick, president of The West Virginia Office 
Equipment Dealers Assn., invites travelers to display merchandise at his group's 
summer meeting July 16 at Huntington. 


* 7 * . 


Smithcraft, maker of lighting fixtures, and General Electric Credit Corp. have 
announced a new nation-wide leasing plan by which modern fluorescent lighting 
can be installed in old or new stores or offices on a five-year basis. Total contract 
price of a “Lease-Light” plan can be as low as $1,250 with installation. There is 
no upper limit. Marchant Division of Smith-Corona Marchant, Inc., in co- 
operation with United States Leasing Corp., has announced a national leasing 
program covering Marchant’s line of calculators and adding machines. 


* .- * * 


The Springfield, Mo., portable typewriter plant of Royal McBee and a Muske- 
gon, Mich., plant of Brunswick-Balke-Collender were named among the Top Ten 
Plants built in 1959, in the 26th annual competition by Factory magazine. 

* * * * 

Door prizes, drawings and on-the-spot broadcasts by a local radio station were 
features of the May 19-20 official opening of remodeled and enlarged facilites at 
Office Suppliers, 37 Lincoln Way West, Chambersburg, Pa. W. H. Suraper’s er- 
tensive renovation has resulted in one of the finest showroom and display areas 
in central Pennsylvania. 

* * 7 * 

“Fabulous Fourth” District Traveler Ratpo Hitsurn reports: Hook & Holt- 
singer Co., Tampa, Fla., has opened a branch store with 4,800 square feet at 9508 
N. Florida Ave. Manager is SHELTON Hook, son of Peter Hook. . . . Southern 
Travelers will sponsor a sales rally Aug. 20 at Orlando in connection with a meet- 
ing of the Florida Dealers Assn. ... Dave Hamuxton of Venice Stationers, Venice. 
Fla., and Hamilton Stationery, Inglewood, Fla., was recently honored as “Mr. 
Venice” for a variety of civic activites.... W. A. Seybt & Co., Greenville, S. C.. 
has doubled volume in two years while remodeling for self-service, buying a ware- 
house, adding a 40-car parking area and installing two-way radio for faster service. 
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Training Seminars Held 
for Arnot Dealers, Salesmen 

Intensive study of office work-flow con- 
ditions and of efficient methods of “space 
engineering” keynotes an expanded sales 
education program by the Arnot Furni- 
ture Division of Royal Metal Manufac- 
turing Co. 

Open to selected dealers of Arnot modu- 
lar furniture and Partition-ettes, the pro- 
gam includes a series of 14 four-day 
sessions scheduled through September. Each 
session is restricted in attendance to 20 
dealers and dealer-salesmen. 

The training program concentrates on 
modern methods of office layout for most 
profitable utilization of space and flexibil- 
ity of office equipment needs. Typical 
problems in office layout and their solu- 
tions are reviewed in detail, pinpointing 
work stations shaped to the needs of the 
user and based on the most effective in- 
stallations. This takes in study of the 
thousands of combinations possible with 
58 stock sizes of desk tops in the Arnot 
line and 62 different sizes and types of 
pedestals. Dealers are also instructed in 
ways to overcome limitations of existing 
office construction. 

Training sessions are held at special 
Royal Metal quarters in the Jamestown 
Furniture Mart. Dates and other details 
may be obtained from George W. Staple- 
ton, sales manager, Royal Metal Manu- 
facturing Co., Jamestown, N. Y. After 
each four-day course, qualifying dealers 
get a degree as “Bachelor of Office Space 
Engineering” and are presented a_ per- 
snally monogrammed leather boxed kit 
of sales and promotional tools. 


Esterbrook Purchases 
Cushman and Denison 

Sidney E. Longmaid, president and 
chairman of the board of Esterbrook Pen 
Co. Camden, N.J., announced April 8 
the acquisition by Esterbrook of the Cush- 
man & Denison Manufacturing Co. of 
Carlstadt, N.J., and the Cushman & 
Denison Co. Ltd. of London. 

The two purchased companies make 
felt tip pens, markers and inks, key con- 
trol systems, rotary card files, binder clips 
and stamp pad inking devices. 

Esterbrook believes these products will 
complement the products of Esterbrook 
and materially in its diversification pro- 
gram. Cushman operations will continue 
in both locations as wholly owned sub- 
sidiaries of Esterbrook and of the Ester- 
brook Pen Co. Ltd. of Birmingham, Eng- 
land, 


McKinstry Dies at 71 

Eugene C. McKinstry, 71, merchandise 
manager for the Specialty Sales Co., 
Seattle, died in April. He was formerly 
manager of the Lowman & Hanford store 
on Second Avenue in Seattle and had 
worked for the stationery firm $7 years 
until 1949. Born in Pennsylvania, he once 
operated a stationery store in Punxsu- 
tawney, Pa. 
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Three Firms Combined 


Majestic Stationery Co., Penn State In- 


Seeking Public Office 

Two members of the office supply in- 
dustry in New Mexico have announced 
their candidacy for public office. James 
Patton, a partner since 1953 with Henry 
Gustafson in operating The Paper Mill at 
Las Cruces, is running for the state senate. 


dustries and Philadelphia Leathercrafters, 
Inc., have been combined to form a new 
Majestic-Penn State, Ine., 


22nd & Lehigh Ave., Philadelphia 32. The 


corporation, 


new corporation recently purchased the 
entire inventory and good will of A. J. 
Salomon Co. of New York. All business 
pertaining to the Salomon Co. may now 


be referred to Majestic-Penn State. Inc. 


He has served two terms as a state repre- 
sentative. Warren Cobean, president of 
Cobean Stationery Corp., Roswell, is seek- 
ing a six-year term as state corporation 
commissioner. He is a former mayor of 


Roswell. 


turn 
make-believe 
into 

real profits 
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Story Land Map 


| lr) fu | | CO | = a 30 all-time favorites! 


Fairy Tales! 
Nursery Rhymes! 


PERFECT FOR CHILDREN’S 
ROOMS. . . SCHOOLS 


full $100 value 


"29 





GIANT 5O wide x 3S 


folded 912 x 12% 


iu 
high 


FREE with each carton of 25, 50 or 100: Full size 
Display. Map and space-saving EASEL-BACKED DIS- 
PENSER. - 

Put this colorful new map UP-FRONT, and watch it 
sell! It's the newest idea for new profits! Be sure 





ALSO NEW 
Full Color 









you order plenty — right now! Write, wire, phone COLORPRINT Bible lands 
NOW — for samples, catalog and price list. Story Land Map Map 
nt 29 
retail 
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Rep. Patman, the kickoff speaker on 
Monday, July 11, is chairman of the 
House Committee on Small Business and 
a co-author of the Robinson-Patman Act. 
He has been a member of Congress since 
1928 and has been listed among the na- 
tion’s ten outstanding lawmakers. 

Also on the NOMDA schedule are a 
discussion of dealer advertising, a panel! on 
the sales possibilities in automation, and 
the introduction of a “Profit Primer” for 
dealers, compiled by the J. K. Lasser & 
Co. accounting firm after a thorough study 
of record-keeping practices among dealers, 
V. L. Kennedy of San Jose, Calif., will 
be in charge of the session on advertising 
and Walter Lennartson, editor of Office 
Appliances, will keynote the discussion of 





automation. 
The California committee which is arranging NOMDA's 1960 meeting includes, left to right Alfred Foxcraft, NOMDA president, will 
front, Eric Bailey (finance), Howard (Doc) Cure (Coronado chairman), Mrs. Douglas Fisher conduct the second annual workshop for 
(ladies chairman), Jack Hodges and John Taylor. Standing, left to right, are Frank Daly, presidents and vice presidents of local 


Robert Picou, Jack Boyles (transportation), Douglas Fisher (hospitality), Robert Rether (regis- 


chapters. Howard Cure of El Cajon, Calif, 
tration), and George Watson. 


is chairman in charge of local arrange- 
ments for the convention. 


Rep. Patman to Speak Machine Dealers Assn. July 10-13. Billed as a “completely casual California 
At Annual Convention The international meeting, NOMDA’s convention,” the four-day session will of- 
Of Office Machine Dealers 35th anniversary session, will be held at fer a full program of recreation and en- 

Hotel del Coronado in San Diego bay in tertainment. The program includes a pool- 

One of America’s great champions of southern California. Advance bookings in- a ak di . , é dy. skit | : sie 

small businessmen, Rep. Wright Patman dicate the exhibitor list will be one of piled os a leet . »y — 
of Texas, will be the principal speaker on the largest in NOMDA history, with close bers of the Southern California Office Ma- 
the opening day of the 1960 Convention to five dozen suppliers showing their latest chine Dealers Assn., and a sight-seeing boat 
and Trade Exhibit of the National Office products. (Continued on page 36) 
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Chemi-"SUPER”-Jet Marker BLACK ® BLUE ® LT. BLUE ® PURPLE ® GREEN Chemi-Jet “TRIO” Markers 
U.S. PAT. PENDING RED © YELLOW ® ORANGE ® PINK © BROWN U.S. PAT. PENDING 
CARTRIDGE REPLACEABLE OF 3 POPULAR COLORS 
= WATER-PROOF CAPS INDICATE COLOR 
79¢ EACH f ™ SMUDGE-PROOF * BLUE 
- . 
Complete with cartridge a PERMANENT * RED 
INSTANT DRY INKS / ° BLACK 
INDIVIDUALLY BOXED © WRITES ON ANYTHING 4 
PACKED: 12 TO DISPLAY BOX Featuring ... COMPLETE WITH REUSABL 
1-COLOR & ASSORTED PLASTIC HOLSTER CAS 


™ UNBREAKABLE PLASTIC BODY 
™ DESIGNED TO FIT HAND LIKE A PEN 
™ SPECIAL BUILT-IN CAP HOLDER 





ONLY $1.25 PER SET 
PACKED: 12 SETS TO DISPLAY BOX 





















oe” Sane Chemi- 


“SUPER” -Jet Chemi-Jet Marker 
CARTRIDGE iad U.S. PAT. PENDING | 
REFILL IN 10 AMAZING! ony 39¢ ‘ 
BRILLIANT COLORS IMPORTED 
INDIVIDUALLY Ch . J - INDIVIDUALLY BOXED 
y« BOXED emi a e PACKED: 12 TO DISPLAY BOX 
i210 ose, MG BM issonco 
BOX ASSORTED 
35 1-COLOR & U. S. PATENT PENDING 
C EACH ASSORTED 


Can’‘t Be Beat 3Y,"" LONG ae 





Chemi-"’SUPER’’-Jet 
aon NIBS i For VA i Uy & and ea? 
CHISEL POINTED D0Z, e re] 


aw” PERFORMANCE , 
—=_ Window Display 


12 NIBS TO PACKAG Secret formula ink, Chemically-treated Felt Tip is furnished 


DISPLAY BOX “MAKES THE DIFFERENCE” on request. 














T t G R E MANUFACTURERS 
SALES COMPANY, INC. EXCLUSIVE IMPORTS 
13 WEST 30TH STREET NEW YORK 1, N.Y. 
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money FAST 


PLETE REGNA LINE 
egisters - adding machines - safes 


Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 
P-R-O-F-I-T-S! 


Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 


Write today for informative literature. 






Move fast 
it’s profitable! 










[t’s low-priced! It’s profitable! 
Mail the coupon—Mail it today— 
Mail it NOW! 
JOELI fire-proof aaa eee = Ri 
safes of unusually 4 REGNA CASH REGISTERS, INC. ~ 
unique design, are 175 Fifth Avenue, New York 10, N. Y. 
covering the globe Gentl ; 

with tremendous — 
sales success. Several 
sizes and models 
available. 





Please rush more information on the 

complete Line of REGNA Cash Registers, 
REGNA Adding Machines, JOELI Fire-proof 
Safes, and outline advantages of becoming an 
independent REGNA-JOELI Dealer. 


No ipig sits caecasaccenmeesexs 
In Canada: Regna Cash Registers of Canada, Ltd. I scsi teas escescactnaasepntsvyestestnceecanios oa ae 
704 Notre Dame St. W., Montreal, Que. TN iiss inicasittisansinbiissdstenigindassonennsctivenaticesotgeeeieglelanaaaa 
OUTSIDE CONTINENTAL U. S.: Zone..........-. I. snsiisininitasnsisssistdcntebamiaaaanan 


pe ee a ee ee ee ee ee 
i, 


Jorgen S. Lien, Box 522, Bergen, Norway 
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(Continued from page 34) 


trip in connection with the annual ladies 
luncheon. 


Coronado is five minutes by ferry from 


downtown San Diego, which is served by 
24 airline flights daily from Los Angeles, 
Further information on the convention & 
and registration details may be obtained 
from Harold Mann, NOMDA’s executive 
ecretary, 1542 Hilihurst Ave., Los Angeles 
27, Calif. Full convention details will ap. 


pear in the July issue. 


Horder’s Appoints Head 
Of New Machines Department 
Ted Mezydlo has been named manager 
of the recently created Machines Division 
of Horder’s Stationery Stores, Inc., Chicago 
Headquarters of the 
new department is 
at the Horder store 7 
on Jackson and 
Jefferson Streets. 
Mr. Mezydlo has 
been with Horder’s ; 
for 13 years. He is H 
now in the process 
of setting up ma- 
chine departments 





’ scl in all eight of the 1, 
Hotel del Coronado in San Diego bay is the site of NOMDA’S 35th annual convention July Horder retail stores MA 
10-13. Mezydlo in Chicago’s loop 
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Sold only through 
recognized wholesalers 


PLYMOUTH RUBBER COMPANY, INC. 


CANTON, Since 1896 MASSACHUSETTS 
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~ Hand-Crafted Processes 
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FLORENTINE 


j lus 
Ms, a rd Ms. Pengnes ra . Zo. Ve VLE Laughte a T ° P . 
ese ctan riple Inspection 
: 8-Hour Service 
Mr. and Mrs. Otte Rudolph Mormser 
"  Lonpon Exacting Perfection In 
Mr. and Mrs. Theodore Harry Nicholson The Traditional New 
momare : England Manner 
1°) 
VN... ano 3 Mes. On to Rudol pf “Bor miser ru 50% DISCOUNT 
RIVIERA CORONET’S WEDDING ALBUM — 
Mr. and Mrs. George Warren Poyer GOLD BOOK OF DISTINCTION 
FLORIDIAN Features: 


Mr. and Mrs. Maxwell M1). Goalwir 


BASQUE 


@ 104 Pages of Traditional 
And Modern Samples. 


New Coronet Classic, Grace- 
ful Scripts That Fulfill Every 
Requirement Of The Most Dis- 
criminating Taste, Are In- 
cluded In Our New Wedding 
Album. 


@ Monogrammed Items, 
Cake Boxes, Napkins, 
Matches, Etc. 





@ New Enlarged Bar-Mitz- 
vah Section. 








FREE—Write For Coronet Wedding 
Album On Your Letterhead. 


THERMOGRAVERS, INC. 


99 Webster Street, Pawtucket, Rhode Island 
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Business 


S 
ANNOUNCEMENT 


Get more profitable business by showing | 
this compelling presentation to your cus- 
tomers. They'll recognize these nationally 
advertised papers as top quality: 
STRATHMORE BOND, HAMMERMILL BOND, 
RISING LINE MARQUE. 


You'll find it easy as pie to sell Coronet 


craftsmanship, type styling, and layout 
in black and white and colors. 


If it’s by Coronet — It’s Perfect! 


THIS CATALOG IS FREE 


Write for it on your stationery 


Our modern 18,240 square foot building on one | 
floor housing the finest new equipment for speedy 
service and quality control. 





THERMOGRAVERS, INC. 


99 Webster Street, Pawtucket, Rhode Island 
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STERLING 


styles a 
seller! 


quality engineered in 
modern plastic and metal - 
...Stunning two-tone color 
combinations keyed 

Comm (olor: WV Mme) ai (er- me lale. 
home decors 


NEW! STERLING 
MECHANICAL PENCIL SHARPENER 


A sensational breakthrough in pencil sharpener performance, styling and packaging 
... the STERLING 500 will catch every eye, spark countless sales-at-first-sight. Its 
new space-age materials and engineering will give years of smooth, trouble-free service. 


Tested, proven, fully guaranteed. 


SHARPEN YOUR SALES STORY WITH THESE TELLING POINTS — COMPETITIVELY 


= e DU PONT DELRIN CUTTER 
BODY and twin milling cutters of 
hardened steel for smoothest, 
quietest, longest lasting operation 


@ PRECISION SELECTOR 
accurately centers all pencil 
sizes 


® EXTRA-LARGE, SEALED TIGHT 
HOUSING needs less frequent 


emptying 


PRICED! 


@ HEAVY DUTY METAL BASE e 
shaped for strength and beauty, 

with 2 screw holes and mounting 
screws 


e CUTTER HEAD ASSEMBLY <a 
EASILY REMOVED for cleaning or 
replacement without tools—an 
exclusive feature 


@ FULLY GUARANTEED 
in writing 


Ask your jobber for sample and information or write: 


STER ING PLASTICS CO. « 1140 Commerce Avenue, Union, N.J. * Sterling...the Standard for Over 30 Years 








ye 


__WITH MECHANICAL GUARANTEE 





STERLING 


(0) ae Kos a b=: 
pay for 11 


cost to you £25.41 rE 
retail price 46.20 $385 


DURING DEAL 
ALL UNITS COME 
IN SPECIAL TRANS- 
PARENT BLISTER 
DISPLAY PACKAGE... 
After deal, two display 
packages to every 
dozen; other units in 
compact, colorful 
folding boxes. 


STERLING PLASTICS CO. « 1140 Commerce Avenue, Union, N. J. * Sterling... the Standard for Over 30 Y 


: : wae IN U.S.A NE""REG. U.S. PATENT OFFICE 
. Avenue, Elmhurst 73, L.1., N.Y. 
‘Tel: Hickory $-4848 


*U.S. and International Patent-Protected. pkg Sunn 
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| Barker’s in Cleveland 
|Notes 89th Anniversary 
The S. Barker’s Sons Co., Cleveland’s oldest office supply 
house, this spring combined an open house at its expanded quar- 
ters with a celebration of its 89th anniversary. 
Founded in 1871, the company is now managed by the third 
and fourth generations of Barkers. Of the firm’s 45 employees, 
| ten have been with Barker’s for more than 15 years. 





get in the 
PROFIT 


PICTURE 
with... 


SEA FOAM BOND A grandson and two great grandsons of the founder manage 
| Barker's today. They are, left to right, John S$. Barker, assistant 
RE. NSE S$ secretary; Raymond M. Barker, Sr., president-treasurer; and Ray- 

r mond M. Barker, Jr., vice president. 





. To house expanded lines of office furniture, the company 

Here are three big reasons why you can doubled its sales area at 729 Prospect Ave. S.E. in uptown Cleve- 
expect quick turnover and bigger profits land. Besides selling office supplies and printing, the company 
° carries a full selection of metal and wood office furniture. Store 

from your CARBONSET business. frontage on Prospect Avenue was expanded from 25 to 50 feet. 


An 11” by 15” newspaper ad announcing the anniversary 
carried pictures of the original store and of the present store front. 
TOP QUALITY... Special invitations to the open house and cocktails from 4 to 6 
p.m. March 8 mentioned the “greatly expanded quarters which 
house our new lines of office furniture.” 


Every CARBONSET contains water- 
marked SEAFOAM BOND, quality 
leader in lightweight paper. 





COMPETITIVE PRICE... 


CARBONSETS cost no more than other 
carbon sets made with unwater- 
marked paper. 





SELF-TEACHING ... 


Veteran employees at Barker's include, left to right, Clarence B. 
Clarke, vice president in charge of the stationery department, 40 
years; Elizabeth Keim, 38 years; Arch MacCleery, 15 years; Ethel 
| Harrison, over 30 years; and Russell Cooper, 20 years. 


Complete instructions are imprinted 
on every set. The typist sees how, 


while she inserts the paper. Industry Firm Honored 


The Eastern Division of Ennis Business Forms, Inc., located THE 
| at Chatham, Virginia, recently won that state’s top 1960 public 
| relations award for a commercial organization. The award was A 
See for yourself. Send for a free trial supply of | made by the Richmond Public Relations Assn. Cc 
| 
CARBONSETS today. Dept. MS-660 Mc 
Honored by Art Group S 
The International Institute of Arts and Letters, with a limited 
world-wide membership of 760 fellows, has named Reeves Lewen- D 


thal, president of United Printers and Publishers, Inc., a life fellow. 


1039 


21 STATE HIGHWAY 10 HANOVER, NEW JERSEY 
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DEALERSHIPS 


NOW AVAILABLE 


for 
these 





Lists 6 Totals 7 
Mode! 67X 
$99 


Hand Model 
Adder-Subtracter 
Lists 8 Totals 8 
Model 9X 


$138 





economy 
model 
adding machines! 


Electric 
Adder-Subtracter 
Lists 8 Totals 8 
Model 9EX 
$198.50 


Earn Extra Profits 
with a dealership for these three 
National Economy Models! 


Same National quality construction 
at a new low price! FULL ONE 
YEAR GUARANTEE! (List prices 
shown.) 





THE NATIONAL CASH REGISTER COMPANY, vayton 9, ohio 


Adding [] | would like more information on a Dealership for National Economy *TRADE MARK REG. U.S. PAT. OFF. 
Model Adding Machine. , 













. i. 
Machine é me 
Name_ = : = we , ~ 
Sales hes es 
Address oe aaa — _ ADDING MACHINES + CASH REGISTERS. 

Dept. City —— Zone State . = ee : ae 


1039 OFFICES IN 121 COUNTRIES + 76 YEARS OF HELPING BUSINESS SAVE MONEY 
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600 Attend New York's 
Annual Dinner-Dance 

Close to 600 members of the industry 
attended the annual Dinner-Dance of 
the Stationer’s Assn. of New York April 
2 in the’ grand 
ballroom of the Ho- 
tel Commodore. 

Guests were wel- 
comed by the presi- 
dent of the group, 
Harold J. Hein, 
Midcity Press, Inc. 
A standing ovation 
was given to Sam 
Rabinowitz, Sport 
Stationery & Print- 

Hein ing, for his work 

as committee chairman in charge of the 
dinner and the entertainment which fol- 
lowed it. Working on the affair with Mr 
Rabinowitz were Carl Judkoff, Jaybro 
Ptg. & Staty. Co; Mannie Klein, The 
Klein-Heimbinder Co.; and Nat Rosen- 
thal, Alpha Office Supply Co. 





Remington Rand Buys 
Division From Clary 

Sale by the Clary Corp. of its Adding 
Machine and Cash Register Division assets 
to the Sperry Rand Corp., Remington 
Rand Division, was recently announced 


by the two companies. Subject to final 
approval, the sale is for approximately $8 
million cash and will effective 
July 1. 

The transaction will add a line of full 
keyboard adding machines, and a line of 
manual and electric cash registers which 
were not formerly in the Remington Rand 
product list. Physical assets of Clary’s 
plant in Searey, Ark., are included in 
the sale. 


become 


Clary personnel in manufacturing, sales 
and service of adding machines and cash 
registers will be retained. Clary adding 
machines and registers will continue to 
be sold under the Clary name by present 
Clary dealers and other Clary sales out- 
lets. 

At its headquarters plant in San Gabriel, 
Calif., Clary will continue to design and 
manufacture electronic computers, electric 
print punches, other data-handling equip- 
ment mechanisms for guidance and 
pro- 


and 
propulsion systems used in 
grams. 


missile 


Cosco Sets Record 

Sales in 1959 exceeded $25 million for 
the first time in the history of Hamilton 
Cosco, Inc., maker of office chairs and 
metal housewares products. A record earn- 
ings figure was also announced as the com- 
pany began celebration of its 25th anniver- 
sary year in 1960. In its first year, 1936, 
the company had net sales of $25,000. 





Spring Sales Clinic 
Conducted in Denver 

Several hundred dealers and dealer per- 
attended a weekend _ stationer’s 
clinic at Denver’s Cosmopolitan Hotel in 
early Aprii. 

R. R. Moser, senior vice president of 
Carpenter Paper Co., the sponsors, dis- 
cussed the function of the wholesaler in 
the office equipment industry. 

The clinic included an exhibit of sta- 
tionery and office equipment and a series 
of sales talks. Speakers included Clarence 
W. Clemen of G. J. Aigner Co. and Bill 
Aylward of Globe-Wernicke. Dealers from 
a seven-state Rocky Mountain area also 
heard Al Bachman of Greeley, Co., gov- 
ernor of NSOEA’s Region 10, outline plans 
for May 20-21 regional meeting in Denver, 


sonnel 


Domore Joins WOFI 

Domore Office Furniture, with plants in 
Elkhart and Wichita Falls, has become a 
member of the Wood Office Furniture In- 
stitute, international trade association of 
wood office furniture manufacturers. 


Building Purchased 

The Hurbson Office Equipment Co., 
Syracuse, N. Y., recently purchased the 
downtown building it has been occupying 
for the past seven years to display and 
store office furniture and equipment. 





THIS NUMBER MADE THE DIFFERENCE! 


Oelwang of Scrantom’s Book and Stationery Co., Roch- 


ester, N. Y. 


“Thanks to your modern merchandising system, we are 
now selling more typewriter ribbons than at any time in 
our 91-year history. Why? Because the catalog numbering 
system developed by you makes it easy. We eliminate 

ouble stocking—we buy and sell inked ribbons only by 


* 
oa 
& 
“We have never seen anything like it,” says Mr. Louis C. . 
* 
e 
ca 


ang’ 
MET > 


® Our Typewriter Ribbon Sales Jumped 29% 


yy © Our Sales People Now Sell Typewriter Ribbons 
,\ Easily, Quickly, and Efficiently 


® Customer Error in Selection is Eliminated 


® Double Stocking is Ended 


a number; no other nomenclature is required. And best of 


all, the boxes are imprinted with our own brand name.” 


We Can Do The Same For You 
Write Today For The Facts 


44 








Because Of This MODERN Merchandising 


®@ 60 most popular ribbons on just 12 spools 
Each spool has a Re-order Number 

You buy and sell by the number—that’s all 
FREE Ribbon Selection Charts 

2 Colors: Black; Red-and-black 

1 All-purpose inking 

Your choice of Nylon or Cotton 

Private imprinted boxes available 








ROCHESTER RIBBON & CARBON CO., INC. 
Manufacturers Since 1927 
DEPT. MS BOX 1212 ROCHESTER 3, N.Y. 
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Types more than half a million words! 


NEW NU-KOTE TYPEWRITER 





Now — a universal record typewriter ribbon that 
will reproduce from both black and red in the 
Multilith and Thermofax processes! A universal 
spool that will fit more than 140 different porta- 
ble, noiseless, standard and electric typewriters! 
This astonishing ribbon combines a new ink 
formula with an ultra-thin, high-strength fabric— 
so it wears and wears and wears. In fact, endur- 
ance tests have proved that it will continue to 


uoqgqu 


produce sharp images after 2,340,000 impres- 
sions—the equivalent of abouta half-million words, 

or more than 2,500 average business letters. 
Latch on to this revolutionary profit-maker 
today. It comes, for your convenience, in the 
new ten-to-a-carton Deci-Pak*. Get the details 
from your Burroughs Dealer Representative. Or 
send coupon below. Dealer Sales Department, 
Burroughs Corporation, Detroit 32, Michigan. 
*Deci-Pak, T.M. 


Burroughs Corporation 


Fill in and mail today to 


DEALER SALES DEPARTMENT, BURROUGHS CORPORATION, DETROIT 32, MICHIGAN 


Gentlemen, tell me more about Nu-Kote ribbons. 














Name 

Firm 

Address 
sdgaemien dante City 


Zone State 
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Nu-Kote® is a product of Burroughs Corporation, Mittag Division 
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Suppliers Announce Changes 
In Personnel, Promotions 

Hulbert Van R. Barringer has been ap- 
pointed new general sales manager of the 
TypelRite Corp., distributors of Sea Foam 
Bond Carbonsets. Newly appointed New 
England sales manager is Nicholis P. Gia- 
trelis. 

A. F. Anderson, who joined Mosler Safe 
Co. in 1935 as a salesman in Boston, has 
been named Eastern regional sales manager, 
responsible for all phases of branch and 
dealer operations. 

O. Eric Peterson, sales manager of Mu- 
tual Products Co., has been named a di- 
rector of the company, according to 
Carter C. Higgins, president. The sub- 
sidiary of Worcester Pressed Steel Co. re- 
cently established a Southwest warehouse 
facility in Amarillo, Tex. 

Edward M. Cabaniss recently retired as 
chairman of the board of Joseph Dixon 
Crucible Co. He remains a director and 
Frank G. Atkinson, president, succeeds him 
as board Chairman. The president of 
Dixon’s Canadian subsidiary, James Scott 
Law, died recently following surgery. 

The O’Learys, Inc., are now represent- 
ing the Park Sherman line in the Midwest 
since the line was acquired by Ketcham & 
McDougall. 

Robert A. 


Berger, Larchmont, N. Y.., 





YOU GET 


Model 1523-1 


ORE 


former sales manager for Stow-Davis and 
Standard Furniture Co., has been appointed 
sales manager of GR Products, Inc., sup- 
plier of movable office partitions. Robert 
E. Ott, Rochester, Mich., has been pro- 
moted to Midwest sales supervisor for GR 
Products. 

The Bentson Manufacturing Co. has 
named W. D. (Tommy) Tomlin to re- 
present its line of steel office furniture in 
Mississippi. Jess Musgrave of Dallas con- 
tinues to cover Texas, Louisiana, Oklahoma 
and Arkansas. 

E. W. Cartwright and Associates, card 
and gift representatives with headquar- 
ters in the Dallas Trade Mart, is now re- 
presenting Stanley Greetings in the South- 
west. The line’s veteran St. Louis re- 
presentative, Oliver Wischmeyer, has trans- 
ferred to the West Coast with head- 
quarters in San Francisco. 

A. J. (Bill) Beiring, formerly with Venus 
and Sheaffer, has joined the Koh-I-Noor 
Pencil Co. as general sales manager. 

George G. Cronin has been promoted 
to the position of director of marketing 
for the Mosler Safe Co. Frederick Huber 
has been elected vice president and plant 
manager of the company’s 
Mosler Lock Co., which recently moved 
into a new plant at Milford, Ohio. Alfred 
Kwiecinski has been named the company’s 
Eastern regional systems supervisor. 


William Gerald Herkes, formerly with 


subsidiary, 





ORE 
RE 


WITH 
CHAIR 
SALES 


Englander Manufacturing Co., maker of 
home furnishings, has been named sale 
manager for Stein Bros. Mfg. Co. 

Recent appointments by Victor Adding 
Machine Co. include those of John C. King 
as district manager for the Champion line 
in Chicago and of Robert H. Jackson tg 
head the Dayton branch office. 

Three management transfers have beey 
announced by the Parker Pen Co. Chester 
C. Holloway has been named president of 
Gilman Engineering and Mfg. Co., a sub 
sidiary. William C. former 
head of Gilman, becomes a Parker vice 
president and manager of the Eversharp 
Pen Co. division. C. George Heath hag 
been named marketing director for Par 
ker’s Eversharp division in Canada. 

John R. Postler has been promoted to 
manager of Globe-Wernicke’s market re 
search department, 
marketing and 


Cummings, 


which will coordinate 
distribution functions of 
the equipment and systems sales divisions, 

Ray Goudeau has been appointed branch 
manager of Texstar Plastics’ new factory 
in Fort Wayne, Ind. He will head the 
firm’s sales efforts in the East and Mid 
west. 

Westcott Rule Co. has appointed Neil 
Short & Associates, 79 West Monroe St, 
Chicago 3, Ill., to represent them in nine 
Midwest states. William Wintrich, 3% 
Piedmont Rd., Columbus, Ohio, represents 

(Continued on page 48) 


SATISFIED CUSTOMERS 
REPEAT SALES 


PROFIT 


f500 SERIES 


A complete series of sixteen chairs designed to fit every worker, 
every type of work. Engineered to last a lifetime without excessive 


maintenance. 
covers .. 
you sell Cramer 


Write for complete details, 


625 Adams Street 


Finger-tip adjustment. 
. choice of colors and fabrics. You sell more. . 


“backed by the best”. 


. because you re 


Replaceable seat and back 
. when 


D Cramer-rosture CHAIR CO., INC. 


Kansas City 5. Kansas 
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UNISWITCH is Amplex’s newest addition to America’s best designed 

lighting product! Uniswitch is the single control switch 
that blends incandescent and fluorescent light or turns off either! Amplex Trombolite spins 
extends, tilts and swings to put the right light where it’s needed most. There are models for desks, 
draftsmen’s tables, work benches and standing mounts. May we send complete current literature 
for you or your customer? Desk models—$34.25 less lamps 


amplex 


Write for new brochure: 
Amplex Corporation 
214 Glen Cove Rd. 


Carle Place, L. 1., N. Y. 
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(Continued from page 46) 


the company in five states from Michigan 
through West Virginia. 

Carl W. Jarvi has been named execu 
tive vice president in charge of engineer- 
ing and production for Haskell Manufactur- 
ing Co. 

The Statmaster Corp., St. Paul, Minn., 
has been named distributor of Peerless 
copying equipment in the Upper Mississip- 
pi Valley area. 

Alex Kloberdanz has joined Bachmann 
Associates, Clear Lake, Iowa, manufactur- 
ers representatives in the Midwest. 

Binney & Smith, Inc., has appointed 
Robert M. Humphrey manager of the 
central sales division. He replaces Russell 
J. McChesney who was named manager 
of educational sales. New sales represen- 
tative in Wisconsin and Upper Michigan, 
replacing Humphrey, is James M. Carr 

Recent assignments by Columbia Ribbon 
and Carbon Manufacturing Co. include 
those of Edward H. Purinton as manager 
of the New York office; Edgar M. Garella 
as sales director of national accounts; Theo- 
dore G. Schmidt as manager of the Det- 
roit office; and Douglas Wyman as man- 
ager of the Cincinnati branch office. 

John Scanlon, Waterman-Bic representa 
tive in Connecticut, recently won 300 silver 
dollars and a trip for two to Las Vegas in 
the company’s Silver Dollar Sweepstakes 


Complete Training Course 

Eleven distributors and salesmen gradu- 
ated recently from a three-day Columbia- 
Hallowell training course are Norman 
Young, Parent Metal Products, Inc., Phila 
delphia; William J. Seibold, Jr., Heinrich- 
Seibold Stationery Co., Rochester, N. Y.; 
Robert) Archick, Office Equippers Co., 
Philadelphia; Trend Ward, Marx Stationery 
and Printing Co., Philadelphia; Howard 
Hoffman, Evans Printing & Office Supplies, 
Savannah, Ga.; Thomas Mathes, W. E. 
Kelsey & Sons, Inc., Hartford, Conn.; Carl 
Skillman, Parent Metal Products, Inc.; 
Anton Jahelka, W. E. Kelsey & Sons, Inc., 
Hartford, Conn.; Thomas Teall, Heinrich- 
Seibold Stationery Co.; Daniel King and 
Robert Hornsby, Marx Stationery & Print- 
ing Co, 


Manufacturers Announce 
Expansion of Facilities 

A new Midwest warehouse has been 
opened in Aurora, Ill., by Plan Hold Corp. 
Orders and correspondence should still go 
to the company’s main office at 5204 Cha- 
kemco St., South Gate, Calif. 

The Charles Bruning Co., maker of dia- 
zotype copying machines and reproduction 
equipment, has completed its move to new 
Midwest and Southwest headquarters with 
20,000 square feet of space at 26th and 
Broadway, Kansas City 


Tex-N-Set Manifold Co has started 


construction of a 15,000 square foot busi- 
ness forms factory at Arlington, Texas. It 
is the firm’s third expansion in seven years. 

Garvey Corp., maker of price marking 
equipment and supplies, has opened new 
sales and service facilities in Jacksonville, 
Fla., and Toronte, Ontario. 

Lindy Pen Co. recently acquired two 
new buildings in the Culver City (Calif. 
Industrial Tract. Three separate buildings 
now house the automated Lindy Pen Co. 
plant, the Lindy Sales Co. distributing 
facilities, and a new Lindy Laboratories 
building. Sidney Linden, says plans are 
underway to incorporate all three facilities, 
employing approximately 500 persons, un- 
der one roof. 


Prices Reduced 
General-Gilbert Corp. reduced prices in 
April on its standard line of adding ma- 
chines, announcing at the same time that a 
full scale dealer and consumer promotion 
program was in preparation. Model Num- 
ber 407 is reduced from $109 to $99.50, 
plus tax; Model Number 408 from $149 
to $129.50; and Model Number 409 from 


$179 to $149.50. 


Speedry Chemical Expands 

Speedry Products, Ine., has 
acquired Manard Chemical Co., producers 
of chemically impregnated cloths for house- 
hold and industrial use. 


Chemical 


100% INCREASE IN MAGNIFIER SALES 





Reports Atlanta Store 








Mr. B. A. Braunecker of Ivan-Allen Co., Atlanta, Georgia, writes: 


“We're sure sold on these B&L displays. Not only have they helped 
increase our magnifier sales 100%, but we find they save our salespeople’s 
time in selling the high profit Bausch & Lomb magnifiers.” 


¥ 
MAGNIFYING READERS 
dy BAUSCH. & 4OMB 


Eyecatching .. . self-selling . . . these displays can 
build plus profits for your store, too. With a 4 time 
per year turnover* and a full 40% margin, B&L mag- 
nifiers are an important profit 
maker. Write today for complete 
details. Bausch & Lomb Optical 
Co., Rochester 2, New York. 


WM ognifier 


*Surveys show average turnover of mag- 
nifiers is 4 times a year. Also that 75% 
of all magnifiers sold in this country are 


Bausch & Lomb made. 


BAUSCH 6 LOMB 
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7 Big FREE GOODS Deals! 


Here’s an example of the big 


profits you can 


make from this once-a-year opportunity... 











OVER *. Plus all this merchandise FREE!!... $28.93 total value 





YS 


Two Ink-Stik ‘N’ Hold- 
ers with dialer balls. 
Retail $1.19 each. 


coos See 
- 74.88 


lS 


Your “Back-to-School” 


a 


$75.97 











. 
; 50% 
:} PROFIT : 
MB 24 doz striped INK-STIKS “Puy 
30 Micropoint ‘Fits- Three Ink-Stik ‘N’ Hold- 
All’ ball pen refills. Holders with 28” gold- 
Retail 49¢ each. finished chains. Retail 
$1.59 each. 
Retail Value 
One dozen giant-ball 
Laundry Mark Re- 
in new SUPER 6 DISPLAY | tail 59¢ each 
The other big-profit deals include Micropoint Car- 
rousels, Ink-Stik ‘N' Holder displays, and ‘Fits All” 
Refill displays. 
Ask your wholesaler for all the infor- 
mation on this big-profit promotion. It 
will make your cash registers sing when 
school bells ring! 
WIRE, WRITE, PHONE US YOUR ORDER TODAY! 
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MICROPOINT, INC. Sunnyvale, California 


Creator of Advanced Writing Instruments 
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ON THE WAY 





NOW IS THE TIME 
TO ORDERTHE ALL NEW 


1961 aii 


OFFICE SUPPLY 
CATALOG 
FOR DISTRIBUTION TO 
YOUR CUSTOMERS* 


. 

~~ 

1 te 
*1T WILL MAKE THEM VERY HAPPY »> Ly 


YOUR OWN “CUSTOM” IMPRINT 
Each and every catalog you order in 
lots of 50 or more will contain a per- 
sonalized the front cover 
and backbone. You may design it your- 
self or have our art department design 
. to meet your own specifi- 


imprint on 


it for you... 
cations. 

A REALLY COMPLETE OFFICE SUPPLY CATALOG .. . Containing over 430 
pages and more than 16,000 items . . . all proven sellers and fast movers. 
Your customers will find an office supply shopping haven among the 
many pages of office furniture, machines, paper products, writing instru- 
ments, art and school supplies, filing equipment and supplies, record 
and bookkeeping materials, leather goods and any and all other supplies, 


BRAND NAMES—KNOWN TO ALL... 
Proven outstanding in the office supply 
field . . . Names your customers will 
recognize and ask for . . . Brand names 
of manufacturers who back their prod- 
ucts with broad and expansive programs 
of product and consumer study, national 
advertising and continual drives toward 
better production methods. 








LIST PRICES—SURE PROFITS 
Items priced at manufacturers list to as- 
sure your profits. Your customers can- 
not be confused by hidden discounts 
or wander aimlessly through a maze of 
coded prices; the guesswork is complete- 
ly eliminated with bonafide list prices. 


MORE SALES—LESS EFFORT 
Once in the hands of your customers 
this catalog becomes a constant refer- 
ence and guide . . . a silent salesmen 
ever present to do the selling job. 


“CONFIDENTIAL” DEALER PRICER 
Every page an identical twin to its cata- 
logue counterpart, PLUS an _ entire 
wholesale price schedule containing ALL 
the information necessary to the dealer. 











/ 


WRITE TODAY FOR FULL DETAILS... 


= 
A short inquiry from you on your com- att vi. 
pany letterhead will bring you the com- ® 
plete United catalog story printed in a = 
” 


colorful brochure. 


641 WEST LAKE STREET 
CHICAGO SIX, ILLINOIS 
FRanklin 2-3715 






nited 


STATIONERS 
SUPPLY CO. 


FORMERLY UTILITY WHOLESALE STATIONFR 
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Sheaffer Reorganizes 
Distribution Program 

New and separate distribution programs for prestige, specialty 
and popular-price products have been announced by the W. A 
Sheaffer Pen Co. . 

rhe move, effective May 1, is part of the marketing reorgan- 
ization instituted by the company last year, according to market- 
ing vice president E. F. Buryan, who said that a test in an I1- 
state area in the Midwest resulted in widespread dealer acceptance 
of the plan. 

An important facet of the program is limited distribution of 
top-line products through selected and franchised Sheaffer dealers, 
“assuring better turnover and profit,” Mr. Buryan said. 

At the same time, he said, greatly expanded distribution will 
be accorded Sheaffer's popular-price products, including a new fine 
of cartridge pens, ballpoint pens and mechanical pencils, by their 
being sold exclusively through wholesalers and major chains. “Tn 
this way we are making these products available to thousands of 
dealers we have not reached previously, as well as affording better 
service to existing Sheaffer outlets,” he said. 

Under the new program, all Sheaffer writing instruments priced 
over $2.95, including Lady Sheaffer, PFM and Snorkel pens and 
the firm’s entire desk set line, are being distributed only to selected 
retailers through the Retail Sales division. , 

The Popular Price division, through wholesalers and chains 
is distributing all products priced at $2.95, or less, including ae- 
cessories and refills. 

\ special Sheaffer line of premium and ‘mprinted merchandise 
is being sold exclusively threugh selected premium, advertising 
and specialty jobbers by a Specialty Sales division. 

“We feel that today’s writing instrument market requires a 
clear-cut separation of promotional effort for higher-priced prod- 
ucts and popular-price goods,” Mr. Buryan said. “In the latter 
particularly, local wholesale suppliers provide 
quick, efficient service essential to retailers of fast turnover items.” 

Each of the three divisional 
own 


case, franchised 
ales groups is supported by iis 
promotional planning, advertising and 
merchandising staffs. Sales forces of each will cover the company’s 


sales management 
four sales regions across the nation from headquarters offices in 


New York City, Chicago, Dallas and Los Angeles. 


Micropoint Considers 
Outer Space Territory 

Plans are being studied by Micropoint, Inc., to have a pur- 
ported space traveler appear at various stationery stores, pro- 
molting the pen that “Writes Out of This World.” 

\ thought of establishing a territory for ballpcint pens in 
outer space was also entertained the day Reinhold O. Schmidt 
dropped out of the sky (by helicovter) onto the Micropoint 
parking lot at Calif. While cameras clicked 
newsmen questioned him, he explained, “I’ve come to get some 
ballpoint pens for my friends from Saturn.” 


Sunnyvale, and 


Mr. Schmidt is a Bakersfield, Calif., quarry owner who 
spends much of his time touring the country giving lectures 
and studying reports of non-terrestrial intelligence. Stationers 


interested in the premotion value of his “space act” should con- 
tact Micrepoint at 620 E. Taylor St., Sunnyvale, Calf 


Faultless Reorganized 

Walter W. Noelting, Clarence B. Noelting and their families 
have acquired all of the common stock in Faultless Caster Corp. 
that was owned by Mrs. Myrtle K. Noelting and the other heirs 
of the late William H. Noelting, former president of the company, 
and by Elmer H. Noelting and his family. The company was 
founded in 1889 by Bernhardt H. Noelting, father of William, 
Elmer, Walter and Clarence. 

Elmer H. Noelting and Mrs. Myrtle K. Noelting have retired 
as company directors. Clarence Noelting continues as_ president 
and Walter Noelting will serve as executive vice president and 
treasurer 
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the “new look” contemporary chair by 


GCLOBE:|-WERINICKHE: 


“At home” in any office—from the entrance lobby to the top floor 
executive suite . . . made of aluminum, natural satin finish, with 
pure latex foam rubber cushioning throughout to eliminate work-day 
fatigue . . . impeccably tailored in wide selection of upholsteries and 
colors to harmonize with any decor. There’s a new world of profit 
opening for you, selling this outstanding new line of Business Seating. 


Get full information on how you can become a Globe-Wernicke dealer. 








remember....success depends on the strength of your lime e The Globe-Wernicke Co., Cincinnati 12, Ohio 





Brand new! 
PAPER TRIMMER & 
OUTTER combined 
CUTS UP TO 50 | 
SHEETS IN ONE | 
STROKE 


eee ee ee ee ee ee 


Transaction May Strengthen 
Underwood-Olivetti Link 

Directors of Underwood Corp. and Oli- 
vetti Corp. of America have approved 
the purchase by Underwood of substan- 
tially all the assets of Olivetti Corp. of 
America. 






The acquisition is designed to provide 
Underwood, which must issue new stock, 
with additional capital, management and 
technical personnel and to open to it a 
source of additional products. 

Olivetti Corp. of America is a wholly- 
subsidiary of Olivetti of Italy, 
which owns about 39 percent of Under- 
wood stock and which will own about 69 
percent of Underwood stock when the 
present transaction is completed. Stock- 
| holders in June will consider the new 


owned 


6 MODELS: | 
1422" 28732” and 
28” and 32”(foot models) | 


KUTRIMMER 


ALSO CUTS cardboard, fibreboard, 
foils, rubber, fabrics, leather, lino- | 
leum, felt, thin plywood, thin soft 
metal and many similar materials. 


FOR EVERY BUSINESS: | 
offices, plant, shipping, schools, | 
banks, photography, and homes. 


See KUTRIMMER at your local | 
dealer or write to 


MICHAEL LITH sales corp. 
147 West 45th Street, New York 36, N.Y. 


proposal. 

Office machinery lines of the two com- 
panies are described as complementary in 
a number of respects. No change is con- 
templated in Underwood’s present manu- 
facturing program, except it is anticipated 
that as a result of the expanded sales 
organization which will become available, 
production schedules will be increased. 


Mosler Brochure Cited 

A brochure created by the Mosler Safe 
Company for its dealers was presented with 
an award as “Best Brochure of the Year” 


- - - for more details circle 135 on last page 








in the Delaware Valley Printing Week 
Graphic Arts competition. Arnold Belasco, 
Mosler advertising manager, who accepted 
the award on behalf of the company, said 
the brochure, “Mosler in the Modern Set. 
ting,” was prepared to assist dealers work- 
ing with designers and architects. Offices 
shown in the four-color publication were il- 
lustrated by Henry End who has received 
many awards for his outstanding interior 
lesign. 











this month, feature 


VICTOR 
FIRE DRAWE 


TRADEMARK FIRE-INSULATED CONTAINE 





For deskside convenience all day and certified fire protection all 
day and night, your customers need the Victor Fire Drawer. 

Take this opportunity now to promote and sell this profitable, top 
quality Victor product to your regular year-round customers who 


keep important “in-work” papers on their desks all day and in their 
desks all night. Every office is your market! 


CERTIFICATIONS OF FIRE PROTECTION 












FACTURERS NATIONA! Acc 
| ce MANU * 43506; 
| ®) sv RE -INSULATE NTAINER 








Write today or call your local Victor sales- 
man for complete Fire Drawer details and for 
samples of FREE sales promotion material. 
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Available in Letter or Le- 
gal size — each with base 
optional. Choice of key 
or combination lock. 
Drawer equipped with 
gear type progressive sus- 
pension. 


31S PARK AVERUE SOUTH. NEW YORK 10, N.Y 
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NEW GIFT WRAP 
FOUR ROLL BOXES 


TISSUE FOLDS IN 
WHITE OR COLORS 





—_——o_—ooro- 


- = 


/ Sell those cool >. 


4 Tuttle Xmas Gift 


FOIL TRIO 
ROLL BOXES 


GIFT WRAP ROLLS 

IN CORNER 

WINDOW CUTTER 
BOXES 


PLAIN OR PRINTED 
SINGLE ROLL GIFT WRAPS 


~~ 


\ 
Wraps, > 





\ Man cheyrelke  , 
trom PROF/Tville! 4 





N 
GIFT WRAP 
PACKET FOLDS 
IN PAPER 
OR TISSUE 
Dig these 
“‘Money- Making” 
CHRISTMAS 


TABLE SETTINGS! | 


rs : 


Napkins, Plates and handle Cups. 


Man O’Man what a line! Matched 
Ensembles for other ‘Special Event’ 


days dig you a mean PROFIT 
DAILY thru-out the year. 


Spark up your holiday 
store wrapping with 
gay, colorful Tuttle 
Counter Rolls, Sheets 
and Matching Bags. 
Write for samples. 





Tuttle Tableware Ensembles in gay and 
exciting Holiday patterns for Christmas 
parties, family get-togethers and other Yule- 
tide gatherings feature heavy wet-strength 
Table Covers, Luncheon and Cocktail 


a 














OTT 
* Paper Goods 


TUTTLE PRESS COMPANY 
APPLETON * WISCONSIN 





NEW YORK: 1123 Broadwoy 
Phone: ORegon 5-8590 

CHICAGO: 20 North Wacker Drive 
Phone: CEntral 6-7013 


Paper Specialties 
you waxt brome MEMBER , 
One Source “ 
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—though many have tried. 


| 2. EraserSrix is a good-looking 


| and Office Workers all over America. 


| job with more money because she 


A.W.Faber 


GRASERSTIK, 


The original grey eraser point 
—alwoys best for erasing. 





ERASERSTIK towers over all other 
pencil-shaped erasers like 

Mt. Everest overshadows its 
surrounding foothills. Three 
“‘becauses” make the difference. 


1. EnaserSrix is the first and 
original pencil-shaped eraser and 
nothing has ever equaled its quality 


GIL SEVEE us.s. 7099 





product—a slim, trim white- 
polished beauty. 








RASER 







Soe 


Sa 


3. ERasERStIK has been carrying 
on a love affair with Secretaries 


Many a girl went on to a better 


AW. Faser | 


oR. 


had the good sense to use ERASERSTIE. 
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ca. 















CA SERVICE u.s.A.7099B jit 
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“A.W. FABER-CASTELL 


PENCIL CO., INC. NEWARK 3, N. J. 
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Headquarters troupe is welcomed by Frank Garcia, right, Miami 

Beach, as 1960 series of 14 NSOEA regional meetings gets under 

way. Starting their cross-country spring tour at the District 4 meet- 

ing are Charles Mortensen, NSOEA general manager; W. Neill Stew- VIEV 

art, Jr., of Dallas, president; and Bruce Adams, Pelouze Mfg. Co., 
—€vice president-manufacturers. 





This mo 
What makes a good dictating machine salesman in general, and a ond Co 
good Stenorette salesman in particular, was the topic of a two-day oo 

rather v 


discussion at this Eastern Regional Sales Clinic conducted in New 
York by the Business Equipment Division of DeJur-Amsco Corp. Some 
70 franchised dealers and their salesmen from Maine to Virginia 
discussed methods of canvassing for leads, qualifying prospects, sell- 





ing against competition and selling the secretary. 
Second annual W. A. Sheaffer Pen Award for ‘“‘outstanding contri- 
bution to amateur hockey” is awarded to Jack Riley, right, coach 


of U. S. Olympic team, by Eddie Jeremiah, who coached Riley at 
Dartmouth College. 
i an aera 





John H 
cisco, v 
ner's ir 
Shop, 

$100 « 





Zack Kane and Charles Euler, regional sales managers for the Le- 





Page's division, chat with Hyman |. Katz, center, executive vice pres- Harold F. Graves, right, Wilson Jones vice 

ident at Papercraft. LePage’s sales personnel met with new owners president and manager of W-J's Cooke & 

for a briefing session and to tour Papercraft's Pittsburgh plant. The Cobb Division, examines picture of television 

acquisition of LePage’s was described as part of a long-range set presented him on his recent retirement 

growth program focused at a complete line of consumer packaging after 45 years’ service. With him is Herman 

products. Finch, chairman of W-J's executive committee. An Ite 
Co. fo 
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VIEWS. .. . 


(Continued from page 54) 





This movie scene from ‘‘Pillow Talk’’ was set up by Miller Desk & 
Safe Co., Los Angeles, featuring Myrtle Desk’s Coronado series. The 
walnut furniture made an appropriate background for the picture's 
rather warm plot, starring Doris Day and Rock Hudson. 


; a 





John H. Potasz, display director of Schwabacher-Frey Co., San Fran- 
cisco, won $100 for this holiday display as one of three top win- 
ner's in a nationwide contest by W. A. Sheaffer Pen Co. Vines Pen 
Shop, Seattle, and Alpine Drug Co., Alpine, Texas, also received 
$100 awards and 50 additional winners received watches. 






ne ee was 


An Italic Styling desk and Goodform chairs by General Fireproofing 
Co. form part of Kaiser Aluminum and Chemical Corporation's large 
display in the Tomorrowland section of Disneyland, California. 
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PORTABLE 
;  LIquip 
= DUPLICATOR 


hull 


LIQUID 
DUPLICATOR 
SUPPLIES 


Here’s a spirit process duplicator that’s easy to sell 
with a simple demonstration to: 
CLUBS CHURCHES 
TEACHERS BUSINESSES 


It’s portable (comes in its own carrying case) and 
quality built for years of trouble free operation. 


e NO GELATINS e NO STENCILS e NO INK 


Letter Size Only $3750 Legal Size Only $4450 
Including Supplies 


MASTER LIQUID DUPLICATOR SUPPLIES are a steady 
source of repeat business month after month... 
keep customers coming back to your store. 


I NATIONALLY ADVERTISED IN LEAD- | 
| ING OFFICE, CHURCH, SCHOOL | 
| AND FRATERNAL PUBLICATIONS | 


ATTRACTIVE DEALER DISCOUNTS 
WRITE TODAY FOR COMPLETE INFORMATION 


\tusly Adley 


COMPANY 
6500 MS West Lake Street Minneapolis 26, Minnesota 
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“BRIDGEPOINT” DIARY 





Congratulates 

RUDY MOLLIE 
VALLEE and 

ae th MAURICE 

honeymoon FREEDMAN 
in on their 

Hawaii 50 STATE 
TOUR 





5. A CHALLENGE! 


Mollie and Maurice Freedman challenge any con- 
tract bridge authority in the nation today, to sell 
more “SOCIAL BRIDGE” aids in a comparable de- 
monstration than Maurice Freedman’s “BRIDGE- 


POINT” “SOCIAL BRIDGE” aids! 


6. “ATOZ” BRIDGE TABLE COVER 
A SMASH HIT! 


10 exclusive features popular with the public! 
Twice as much information as any other 


“point count” bridge table cover. 


26 sections, lettered from “A” to “Z”, facilitate 


reference, teaching, learning. 


@ By comparison, “makes all the other ‘point 
count’ bridge table covers look obsolete.” 


7. NEW YORK STATIONERY 
SHOW—MAY 15-20, 1960 


Room 1130, Hotel New Yorker. 


8. SUGGESTED SAMPLE ORDER: 


3 dz. sets “BRIDGEPOINT” Cards _ (2.25) 
1 dz. “CENTER” Score Paks (1.00) 
1 dz. “A” to “Z” Table Covers (4.00) 
1 dz. 1 deck Book Paks (1.50) 
1 dz. Long Pencil Paks (1.00) 
4 dz. “A to Z” Table Cover 

Ensembles (9.50) 





$ 45.00 
7.20 
28.80 
10.80 
7.20 


17.10 
$116.10 





BRIDGEPOINT PLAYING CARD 


co. 


1089 St. Nicholas Ave. New York 32, N.Y. 
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Special Notebook Display 13 
A triangular pegboard display 
highlights Montag Brothers’ 1960 
edition of Paper Capers. It js 
designed for maximum impulse 
sales attraction regardless of the 
direction from which store traf- 
fic approaches. Produced with 
colorful covers, high quality pa- 
per, exact rulings and sturdy 
wirebound and tablet bindings, 
the line is pre-priced to sell from 
10 cents to 29 cents. Included 
in the wirebound items are three 
“Much To Do,” and long Shopping List 
Score Pads and “Don’t Forget” memos are produced in tablet 
form. The display ships flat and may be assembled in two to 
five minutes. Full details on complete assortments and display 
are available from Montag Bros. Inc., 245 N. Highland Ave. N. E, 
Atlanta 7, Ga 





small memos, the larger 


Storage Files 14 

Orderly storage of inactive files, 
records, correspondence and other 
materials is offered by a new dust- 
proof storage unit called The Stor- 
\-Way File, introduced by S. A. 
Hirsh Manufacturing Co., Skokie, 
Ill. The unit consists of an all steel 
shelf unit and eight heavy duty 
dust-proof file cases. It holds as 
much material as a full-sized four 
drawer file cabinet and takes up 
less than three square feet of floor 
space. Each file case measures 10” 
high, 12” wide and 15” deep and will accomodate either standard 
or legal size files. A contents label is printed on the front and 
back of each file case for easy identification of contents. Two 
extra sets of adhesive labels are included with each unit for the 
changing of contents at a later date. Shipped K. D. in individual 
cartons, the units are priced to retail as low as $16.95. 





Chip Caddy 15 
ale Dunston Leathers’ new Chip Kad- 
‘ dy houses four individual trays, each 
holding one player’s stake of 30 
: chips for neat and speedy distribu- 
oy tion at the beginning of a game. 
4 Each of the little chip trays is 
4) equipped with its own brass-plated 
handle and the whole arrangement 
has a smartly padded cover and metal carrying handle. List 
price of $4 includes 120 chips. 






Gift Wrap Displayer 

A compact gift wrap display stand 
for Christmas, 1960, was unveiled 
by Gibson Art Co. of Cincinnati at 
the New York Stationery Show. The 
completely integrated unit, designed 
following a poll of dealers, casts a 
colorful vote for attention in vivid 
greens and reds, accented with white, 
stylized stars. Top section provides 
self-selection display of tags and 
name cards. Angled upper tiers im- 
prove visibility and horizontal chan- 
nels are provided for ribbon reels. 
Open front base displays gift wrap 
rolls retailing for 59 cents and $1. Although pre-packed as a unit, 
the planned assortments may be varied upon individual order. The 
unit is free with $150 order. A $75 order or less brings the dis- 
player at less than actual cost. 


StRt RED 
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As I See It 





Are You Getting the 
Most From National 
Sales Programs? 


by Wonroe Oppenheimer 


Sales Manager 
Addo-X, Inc. 


"he scene was a recent convention where 

dealers and manufacturers gather peri- 
odically. An office machine dealer from 
the Midwest evidently had something on 
his mind and was determined to make 
sure that the national sales manager knew 
what it was. When the flow of prospects 
slowed up a little at the booth, the two 
men walked over to a corner and the 
dealer said: 

“I just wanted you to know that one 
of the things I like about your company 
is the way you guys care about our prob- 
lems. We like to get all the help we can. 
It saves us time, and gives us a lot of 
ammunition to work with. Those letters 
and bulletins on how to make demonstra- 
tions and close sales are passed on to all 
of our salesmen.” 

Less than an hour later the same sales 
manager was sitting in the cocktail lounge 
of the hotel listening to one of his most 
active dealers expound his philosophy. Said 
the dealer: 

“We like doing business with you people. 
You don’t try to push us around or tell 
us how to run our business. You just give 
us the machines — and we'll sell "em. You 
have to know these people to sell them, 
and that’s our job.” 

The trick is for the manufacturer to 
keep both these dealers and hundreds of 
others in between content and _ satisfied 
with the way a national dealer sales de- 
partment is run. 

One of the most important aspects of 
any successful dealer program is two-way 
communication. By constant contact with 
dealers and their problems, the manufac- 
turer can tailor a national program that 
does not burden the dealer with useless 
facts but gives him vital information that 
can play an important part in closing a 
sale. This the manufacturer can do only 
if the dealer articulates and specifies his 
suggestions, complaints and ideas. Often 
the sales suggestions which one dealer re- 
ceives from the manufacturer are the re- 
sult of selling ideas presented by hun- 


MODERN STATIONER, JUNE, 1960 


dreds of other dealers with similar prob- 
lems. 

Time is the dealer’s most important com- 
modity. The manufacturer has this in 
mind when he sends out letters and bulle- 
tins. After all, he is interested in having 
the dealer make calls and presentations 
and close sales. Yet he realizes that he 
has in his possession valuable facts and 
figures that, properly used, can be the 
determining factor in making a sale. 

The problem for the manufacturer is 
one of defining the limits of usefulness 
of these facts and then presenting the use- 
ful knowledge to the dealer as briefly as 
possible. The dealer then has the responsi- 
bility of adapting these sales aids to his 
individual market. 

For example, the manufacturer has com- 
plete information on the product that must 
be passed on if a dealer is to make a 
convincing presentation. Such information 
is communicated in service training, in 
detailed product descriptions, in notices 
regarding product change, in bulletins de- 
tailing product use. 

The manufacturer also has at his dis- 
posal a vast fund of case histories on prod- 
uct use, obtained from dealers nationally, 
which can point the way for the dealer 
to develop markets locally. This is not 
telling the dealer what to do. It is merely 
saying, “Here is what other dealers are 
doing to increase sales. You can benefit 
from their experience.” 

Sales letters, bulletins, service training, 
advertising — these are tools which the 
manufacturer places at the disposal of the 
dealer. Often, as I have pointed out, they 
are tools created at the suggestion of deal- 
ers themselves. How effective these tools 
are, how they function under local sales 
conditions, can only be determined by the 
local dealer in his day-to-day operation. 

What the manufacturer passes on to 
the dealer is information which the dealer 
is not equipped to get for himself. It is 
up to the dealer to see that the streams 
of national and local information meet 





and are merged into an effective sales 
presentation. 


From a national sales program the dealer 
also gets facts and figures that help him 
to sell not just a product but a product 
image. Selling in a competitive market, 
the local dealer must project in his sales 
presentation not only mechanical facts but 
design, quality and a tradition of de- 
pendability. These can only be conveyed 
to the prospect if the dealer has a feeling 
of identification with the manufacturer. 
The bulletins, sales letters and the copies 
of ads help maintain this feeling. 

A vital part of a national sales pro- 
gram is the actual dealer contact. The 
dealer must feel free to air his problems 
with the confidence that they will be 
given careful attention. A manufacturer 
often hears suggestions that are extremely 
valuable to him in changing his dealer 
program or even in modifying the product. 
Too often, however, these expressions come 
from the same dealers year in and year 
out. There are many who leave communi- 
cation entirely up to the manufacturer. 
They do not seem to realize that their own 
sales could be improved by sharing with 
the manufacturer some of their experiences, 
by stating their problems, by asking for 
the kind of help that will aid them locally. 

Lucky is the manufacturer with dealers 
who offer positive advice consisting of 
ways they have found to increase sales, 
to interest new prospects and who point 
out more clearly the advantages of a 
product. 

And lucky is the dealer who uses the 
sales bulletins, ad campaigns, demonstra- 
tion aids, sales clinics, convention displays 
and special contests to increase his sales 
and make more money 
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SELL MORE 
GIFT ITEMS 


with QUICK SERVICE 


MONOGRAMMING 


You can RENT a 
KINGSLEY for 21¢ a day 


With a Kingsley Machine you can mono- 
gram these gift items right in your own store! 


This “On-the-Spot” service promotes extra gift 
sales...and brings in new customers who can’t 
get quick service monogramming elsewhere. 


Write for a free copy of “Ideas for Mono- 
grammed Sales Promotions; and complete in- 


formation on our Rental Plan (only 21¢ a day). 
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Gummed Tape Machine 17 

\ new automatic sealing ma- 
chine for gummed tape, called 
the Hercules #99, has been an- 
nounced by Seal-O-Matic Dis- 
penser Corp. It carries a five 
year warranty. A “feather touch 
action” with a patented  dise 
clutch allows the operator to au- 





lomatically measure, moisten, 
eject and dispense tape. Tape 
lengths are adjustable by means of an easy to read measuring 
scale. The sealed mechanism requires no oil or grease for life. 
The machine will accommodate gummed tape up to 8” widths, 
Two pure bristle brushes and a scientifically designed pressure 
weight assure an efficient end-to-end moisten. The removable 
water tank is easily cleaned and the constant water level is main- 
tained by an auxiliary water container. Cutting blade is stain- 


less steel 


Floor Safes 18 
Schwab Safe Co. has announced the 
addition to their line of two new Floor 
Safes, designed to protect cash receipis 
and valuables in service stations, small 
stores, schools, professional offices and 
ticket booths. The safes are easily in- 
stalled in concrete or wood floors, flush 
mounted for concealment. The model 
pictured has two compartments, with 
an envelope slot. The other model has 
a single compartment. Each carries a 
Mercantile Class C Insurance Rate and 
has a removable combination dial. 





Coat Rack 19 

2 a A coat and hat rack, modern in 
design, is being marketed by Bur- 
rell Metal Products Corp. The firm 
has appointed Barlin Sales Inc., 17 
S. Cherry St., of Akron 8, Ohio as 
national sales agent. The rack is 
made in two models, a_ 6-hanger 
style and a 12-hanger style. Each 
unit has three separated hat shelves, 
umbrella holders and drip trays and 
individual hardwood hangers. The 
larger model has a shelf for over- 
shoes. The racks can be assembled 
in minutes with only a screw driver. 


Utility Ball Pen 20 

After five years of laboratory 
research, The Eagle Pencil Co. is 
introducing a new ball pen, the 
Eagle Stickpen. Seven basic com- 
ponents of the Stickpen are engi- 
neered and assembled with the pre- 
cision of a jeweled watch movement 
before a final, quality control hand 
writing test. Each pen contains the 
highest grade of ink available and 
a stainless steel ball for accurate ink 
flow without “bleeding.” A silvered 
tip, machined from solid brass rod stock is electrolytically plated 
to cushion the ball for smoother rotation. Ball socket tolerance 
is one-fifth the diameter of a human hair, so that the ball will 
not “wobble.” A non-corrosive brass cartridge occupies the full 
length of the 6% inch unbreakable molded barrel. The new Eagle 
Stickpens are available in blue, black, red and green, priced at 


f 
2 


Oy 


29 cents for the medium point. Cap and clip are 10 cents extra. 
Fine point and reproducing models are 39 cents. 
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PN mel hiiielateliare 
development from 


Be the first in your area — 
to sell this performance- 
proved fhote Naster copier 


Loaded with top-quality Features 


‘99% 


Never before available for dealers this super-efficient Photo Master 
is backed by years of proved performance in thousands of offices, 
plants, studios, banks. Comparison proves that Photo Master sur- 
passes machines costing many times more . . . yet its economy 
price fits any size office, plant, budget. You’ll sell more Photo 
Masters because Photo Master has so much more to sell. 


Photo Master X-100 reproduces sharp, clear, permanent photo-copies | 


of anything . . . in just seconds! + 
Photo M aste/e X-100 
x M t li . 
‘so Sate. 6 a takes sheets up to 9” wide, slashes office 
* Rugged plastic cover operating costs — retails profitably at $99.50. 
* Corrosion resistant -—e 
* Ball Bearings on all ro . * 
Size: 19” wide, 12” deep, 6” high Larger 14” model X-114 available, takes 14 width — any 


length paper — sells at comparably low price. 


kkkkkk kkk kkk kk 


CAN 
YOU QUALIFY 
for a profitable, 
Photo Master 
territory? 


write, wire or call 
PAlisades 5-0129 


Send this coupon for complete details. . . without obligation 


LAE LEER LEAR EAN AK KA KK Ke Ke 


* FORMFOTO Manufacturing Company 
+ 3713 Milwaukee Avenue, Chicago 41, Illinois 


* Rush me details on exciting Introductory Offer. 








CITY ZONE ___STATE 
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Upgrade your sales with this versatile, double register calcula- 


tor which speeds up all percentage, invoice, job cost and pay- 


roll calculations. It provides print-out of all entries and factors. 


write ; —“‘addo-x’’, 300 Park Avenue, New York 22, NY 
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NEW PRODUCTS .. .. - © « « « 


Briefcase-Size Duplicator 21 

Ezy-Graph, a full-size ink stencil duplicator that fits into a 
man’s briefcase, weighs two pounds and sells for less than %20, 
has been introduced by American Stencil Manufacturing Co., 
Denver. Moe I. Aaron, company president, says the machine 
has opened up a brand new market for stencil duplicating. The 
$19.95 price includes necessary supplies and easy-to-follow in- 
It’s described as ideal for everyone who needs dupli- 
cating machine quality, short runs, convenience and permanence, 
but up till now couldn’t afford duplicating machine costs. 


structions. 


Summer Camp Cards 


22 
Check Off Cards” for 


use by young children who are away 





“Camp 


at camp are printed on colored post 
card stock the size of a regular post- 
card and retai! at 
Each contains check- 
off questions which the young child 
at camp checks off before mailing. 
Further details are available from Du-Art Stationers, Inc., 79 Wall 


St., New York, N. Y. 


15 cards for 25 


cents. card 


Thermal Reproduction Paper 23 

Stylograph Corp. offers a highly legible thermal reproduction 
paper described as a big-volume, high-profit item for all stationers 
and thermal reproduction machine dealers. Known as Temp-A- 
Copy, the new paper may also be used to make up to 12 type- 
written copies without carbon paper. It is regular weight paper 
that will not roll up or slip to the bottom of a file. Nor will 
it lose its sensitivity or become embrittled with age. If kept 
away from heat and sunlight, the maker says it has an indefinite 
shelf life. Stylograph Corp. says it is offering high discounts to 
acquaint dealers with the product. Details on prices and dis- 
counts may be obtained from Stylograph Corp., 205 W. Main St., 


Rochester, N. Y. 


Personalized Label Displays 24 

Two new display pieces are available 
to dealers for promotion of personalized 
labels by Bolind, Inc., Montrose 11, 
Calif. The larger one is a Label Tree 
with a complete assortment of labels 
ranging from name and address through 
book, kitchen and record labels. A 
smaller display card, promoting only 
address labels, has a blank price circle 
to let the retailer set his own price. 
Bolind’s new address after July 1 will 
be Boulder 11, Colo. 





r" 


Copying Machine 25 

An office copying machine which 
will reproduce from any type of 
of color or ink 
has been introduced by Royal Mc- 
Bee Corp. Called the Royfax Office- 
Copier, it reproduces by the light 
diffusion process at a rate of up to 
100 or more copies an hour from 
as many different originals. It is , 
priced at approximately $220 and copies cost only a “few pennies 


original regardless 


each.” The equipment is being introduced in ten cities through 
the Roytype Department of Royal McBee. Later in the year 
marketing of the new copier and supplies will be expanded to 
nationwide distribution through both direct salesmen and exist- 
ing Royal distributors. 
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NEW PRODUCTS .... . 


Redesigned Safes 26 

The Schwab Safe 
Co. has announced 
the redesigning and 
styling of their com- 
plete line of all A, 
B, and C Labeled 
Safes, covering 
every requirement 
for protection from 
fire and theft. New 
modern color finish- 
es match office fur- 
niture and harmon- 
ize with 





most in- 


Studio Card Rack 27 | 


A five-tier revolv- 
ing pegboard rack 
with 60 pockets of 
studio card depth 
free by 
Buzza-Cardozo with 
very purchase of 


is offered 


the company’s No. 
9738 full display of 
Cynic’s Sanctum 


studio cards. The 
price of the selec- 
tion, which  con- 





sists of 90 packs of 
studio numbers, is $135. The rack offers 


full view merchandising on three sides. 


Kitten Card Line 28 


A new line of kitten everyday cards, 
illustrated by America’s foremost “kitten” 
artist, Marjorie Cooper, has been intro- 
lueed by The Gibson Art Co. Appealing, 
mischievous expressions and manners of 


ihe kitien world are portrayed in dozens 


of whimsical ways for friendshop, get- 
weyy, birthday anniversary and other 
everyday categories. Price range is from 


10 to 35 cents. A floor stand displayer in 
turquoise and white has been designed for 
the line. 


Carbon-based Color Inks 29 

Microprint, Ine., has announced the de- 
velopment of a new line of ballpoint pens 
using colored inks to help 
solve the difficulty of rendering faithful 
copying-machine reproductions of materials 
printed or written in 


carbon-based 


Signatures 
and other written materials will reproduce 
easily and quickly on all 
cluding Thermo-Fax. 


colors. 
machines, in- 


Zodiac Birthday Cards 30 


A series of 
which 


12 zodjac birthday cards 
combination gift and 
greeting has been introduced by Hallmark 
Cards to retail at $1. The blue 
ind silver card bears a design of the 12 
signs of the zodiac and visible through its 
die cut center is a medal stamped with | 
one of the signs. This medallion can be | 
detached and 


serve as a 


ornate 





worn on a_ necklace or 
bracelet. Inside is a greeting in verse and 
a variety of informatien for the 


person 
; 
born that particular sign. 


under 


MODERN STATIONER, JUNE, 1960 


new! K&C PROMOTIONAL 
ASBESTOS-LINED VAULT 


» with combination lock 





® Heavy gauge furniture steel 
@ Electrically welded throughout 
®@ All-around asbestos lining 

@ Fire-resistant 

® Fool-proof combination lock 
® Two strong handles 

@16"w x 12"d x 7%"h 


make money « keep it 
when you sell K«C quality 


Ef] oe 
tf 


Files, desks, storage cabinets, combination units . . 
precision made of heavy gauge steel, quality-finished in a 


op. 


. 
] —— choice of colors. 


K&C quality cuts costly servicing, so you keep your profits on 
our fast-moving promotional steel equipment. 


. all are 


Write, wire, phone TODAY for complete catalog and price list. 





@remr PRODUCTS CO., INC. 


1007 Greene Ave., Brooklyn 21, N. Y. e 


HYacinth 1-4510 


OVER A DECADE OF QUALITY AND PRECISION IN STEEL EQUIPMENT 
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GIBSON MEMORY BOOKS! 
The Most Complete Line of 
Memory Books in the World! 


Gibson Memory Books: Baby, wedding, an- 
niversary, guest, gift, shower, testimonial, 
school memory, teenage, graduation, di- 
aries, photograph albums, family records, 
scrapbooks, hospital, musical, travel; baby 
gift and shower cards. 


> thon on 


NORWALK, CONNECTICUT 
225 Fifth Avenue 


——e N.Y.Showroom: 3 
Publishers since 1872 
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FAULTLESS 


three- 
fold- 
card 
gross 
reliable 


A modern, 

dimensional 
ing display 
presents \/4 
of our 
Faultless pencil 
clips accessibly 
and efficiently yet 
takes only 314” 
of counter space. 
The card is in col- 
orful blues and 
whites against 
which the bril 

liantly nickel plat- 
ed clips glisten 
and shine drawing 
attention and 
making sales. The 
clips are made 
from steel and 
have a tempered 
steel encircling 
band. 


Also available 
2 pieces on a flat 
card, or 1 gross 
to a box. 





Prompt delivery is assured. 
Write now for information. 


L. D. Van Valkenburg Co. 
Dept. M. HOLYOKE, MASS. 
SERVICE QUALITY 
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NOW Pocket BIG Profits on this 
~ 29° Ball PenThat= 


| Wrote Steadily 
|. ForOver 6 Miles 


(32,222 FEET) 


) ...without smudging! without smearing! 
without blotting or clogging! 


Fast-selling Sensation of the Industry! 
General’s New SEMI-HEX BALL PEN — the 
money-saving 29¢ Pen that outwrites, out- 
performs most $2 ball pens on the market! 
Tests conducted by The New York Testing 
Laboratories prove that GENERAL’S New 
SEMI-HEX BALL PEN writes smoother, 
longer, brighter than pens costing 10 times 
the price! 
© Backed by Giant Saturation Advertising 
Aimed at Selling The Big Quantity Buyer! 
@ Self-Selling Counter Displays! 
@ Biggest quantity discounts immediately 
upon receipt of your FIRST order! 


HOTTEST RE-ORDER ITEM IN YEARS! 


SEMI-HEX feels light, slim, comfortable 
—like a pencil—yet writes with the steady, 
brilliant, fine, even line of the most expen- 
sive pens. The secret is a precision-engi- 
neered ball that lets ink flow smoothly, 
evenly—without blotting, smearing, clog- 
ging, leaking! And — it’s available with 
an eraser—at no extra cost! 
Comes complete with replaceable, long- 
lasting cartridges of quick-drying, bank- 
ers approved ink in your choice of 4 
vivid, non-smear, non-transferable col- 
ors: Red, Green, Blue, Reproducing 


Black. 


ve 


EN @® 483 ——. 
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NEW PRODUCTS .. 


31 


cul- 


Office Paper Cutter 
Advantages of larger paper 
built into the 1960 models 
“Triumph” Manual Office 
Simple operation of 


lers are 
of the 
Paper Cuiter. 
the easy-to-read, easy-to-handle side 
and back-gauge insures pro- 
fessional cutting and trimming by 
office personnel. The unit comes in 
sizes, 14” 18”, and the 
cutting thickness in the latter is 
34%” high, over a ream of paper. 


guide 


two and 


Available additional equipment in- 
cludes a matching metal stand with 
storage shelf. Descriptive literature 
chael Lith Sales Corp., 145 W. 45th St., New York 36 


Contemporary Furniture Line 


may be obtained from M 


Globe-Wernicke announces a n 
line of desks an 


chairs to fill the for desig 
unity in office interiors. It is cal 


contemporary 
need 


Echelon because the same basie d 
sign can be altered to serve eve 
level of management and general a 


fice. Plastic or wood tops and 


cades spice the basic design, create hundreds of unique effe 
to reflect the individual’s status and his personal tastes. Alum 
num legs come in two shapes, the sturdy “H” leg and a ne 
designed “Y” leg. Tops are available in walnut, rosewood 
butternut in addition to black or white laminated plastic. Met 
pedestals are designed to reveal only a thin shell around 

drawers. Plastic or wood facades may be added to the cabin 
and drawer fronts as well as to the backs. Facades fit flush wi 
the metal shells. Panels and drawers can be flush or reces 
when facades are not used. Unlimited functional arrangemen 
are possible when cabinet units and auxiliary tops are added 
When auxiliary tops are joined to se 
shaped work stations are created 


the basic desk units. 
Echelon aluminum chairs ineb 


tarial desks, efficient “L” 
either machine or desk height. 
executive posture, executive tilt-back, side and secretarial post 
models. They have prime latex foam rubber cushioning throug 


out 


Superthin points available for Secre- 
taries, Bookkeepers, Accountants! Ink 
approved for legal writing! 





Ash Tray 


The Circletron is a new ash tray 
f unique design in cast aluminum 
offered by Maison Gourmet Ltd. 

It features concentric circles of de- 
from outer rim to 
“stubber” in 
the tray. A satin- 
exterior is combined with a 
steel-gray interior. Individually boxed, a 6% 
retails at $9 and a 914” diameter model retails at $18. 


( 


height 


creasing 
There is also a 


center 
the center ol 


finish 
diameter moé 


the Ohio Chair Co., Youngstown, 0 
It makes two of its chairs—models 1 
and 1175—available with spacious m 
ashtrays attached to back. The 
can easily be detached by sliding ¢ 
of metal glides for emptying, clean 
and storing when chairs are not in t 


SPECIAL LIMITED TIME OFFER 


Detachable Chair Ash Tray 
If you will send us a list of your customers, we will be happy 
to send them FREE General SEMI-HEX BALL PENS in your 
name! Once they use the SEMI-HEX PENS and see how they 
perform —ORDERS AND RE-ORDERS WILL SNOW YOU 
UNDER! Act now—send your list—this offer is limited! 
STOCK UP NOW—and send today for General’s new Catalog 


Where to dump ashes and butts if 
a crowded convention hall is answered 
showing our full line of fine quality products for office, school ; ; 
and studio. ‘ f j / | 
ge 
i 7 


PENCIL COMPANY 


69 FLEET STREET JERSEY CITY 6, N. J. 


The trays are made with indented 


rette and cigar rest bars. 
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Charm Craft PUBLISHERS, INC. 


ri 


dee} 
the 
neh 

then 


unig 


Gentlemen: 
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We're anxious to increase our PROFITS 


this CHRISTMAS! 


@ 


pern 
drag 
han 


We're willing to be shown these beautiful 
high count boxes because more than ever our 
customers are looking for Value as well as lop 


Juality. They certa ly look like they combine 
Quality. They certal' ey WATIONAL SALES PROMOTION DEPT. 
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Superb Styling, High Quality, Big Value with 
re-st 
phor 


Popular Prices. 
and 


¢\ wong 


incre 


Please submit samples or have your sales- z 
man call. : Cherm Crofir Pubbsherw via 
Firm 

1123 WASHINGTON AVE 


A d d ress 
st. LOUIS |, Mi 


Buyer 


” 
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WN ME wg kt ll ll Redesigned Pencil Sharpener 
37 


Apsco Products, Ine., has revealed 
Clothing Rack 35 a new concept in the design of 
Vogel Peterson Co. has developed sharpener bases heretofore unavail- 
a new, compact, wall-mounted coat able in economy model pencil shar- 
and hat rack that offers special ad- peners. The new center-cored cast 
vantages for shallow and confined base features integral head gears, 
areas behind doors and in small 





“stream” styling, and an intelligent 
closets. Coat hangers hang parallel 


hole pattern for mounting. A new 
rather than perpendicular to the steel locking ring, staked to the head at six strong points now 
supporting wall. Coats are held four holds the receptacle firmly, resisting the usual loosening action 
deep. spaced apart, flush with rather than extending out from caused by vibration during use. This heavy-duty base is offered 
the hat shelf. The entire assembly, fully loaded, projects out eleven with a lifetime guarantee. 
inches from the wall. Another innovation is the garment hangers 





themselves. While standard hangers in size and shape, they have 
unique hookless “hooks” which slip into fixed receptacles that are 
permanently attached to the hat shelf. Garments are hung without 


dragging on adjacent garments, twisting askew or slipping off Get-Well Book 38 


hangers. Hat shelves are formed of parallel aluminum tubes Unusual, funny and new from C. R 


Gibson and Co. is “The Hospital,” a 
colorful book to help brighten a pa- 


Rotary Phone lndex 36 tient’s hospital stay. It records visi- 
J tors, gifts, é 3, 4S, rses doc 
The Autodex Rotary phone index me i i“ notes, nurse and - 
a 4 rs, yeTsona opinions, ¢ sing side- 
DEPT. by Zephyr American Corp. has been allphiaeai me 


lights and, for the record, the bill. “The 


styled to complement modern peppy 
| re-st) I Hospital” is spiced with wry comments 


phones in three colors, ebony, beige 


3 and cartoons depicting the more amus 
and green, and card size has been 





w adh ; ing aspects of hospital routine. As an 
increased 35 percent. The index inexpensive get-well gift, or as a “card” 

| | holds 24 guides and has a 500-card to accompany a more elaborate gift, it retails for $1. It has a 
apacity. List price is $5.95. full-color hard vinyl cover and includes a windowed mailing en- 


e velope. The books are packed 12 to a display box 


TON AVig 


us.’ ='GO FERBER for BIG SCHOOL PROFITS! 








BEST BIG // 
QUICK 


STOOL SCHOO eee PA scHool 


SALES 
STYLES 








VALUES 


















NEETLINE 
LAUNDRY MEDIUM POINT 
MARKER 39¢ 

29¢ 


‘ 






TRIMATIC SUPERFINE | UNIMATIC [fl 
VU-RITER RETRACTABLE with Tape Set PON PUSH-BUTTON | 
25¢ 29¢ 39¢ 49¢ | 98¢ | | 
} 7 
\ 


: 1 
a ae niente, 


Ferber pens are packaged on colorful space- 





Follow PAPA FERBER’S signs for big profits in “back-to- 


saving counter displays—designed to moti- school” business. Stock and sell the famous FERBER FAM- 
vate fast impulse buying—as well as in ILY of ball pens—including Vu-Riter, favorite of America’s 
attractive commercial shelf boxes. students—and enjoy a steady traffic in profitable ball pen sales. 


FERBER pens are your best value...25¢ to 98¢. 


PRODUCTS OF FERBER PEN CORP., ENGLEWOOD, NEW JERSEY 
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Look what Regency 
has lined up for you! 


Aq 
ING LINE 


This 
dramatic 
advertising for 

the distinctive 


FLOWER WEDDING LINE 


will reach 
32,269,536 readers! 


Practically every bride-to-be in America will be alerted to 
Regency quality and service by this round-the-calendar cam- 
paign in the magazines brides believe in. And you can trans- 
late this nation-wide recognition into sales where you sell if 
you're all set to sell the Flower Wedding Line! 

You'll be able to offer a complete line of Raised Letter Wedding 
Stationery; all the most wanted styles, scripts, papers—every- 
thing from informals and shower invitations to formal invita- 
tions and announcements. You'll get a full 50% discount. 
What’s more. with 3 great plants from coast to coast—Regency 
can GUARANTEE you 48-hour processing of every order, 
large or small! 


So get ready for the tidal wave of bridal business this exciting 
new Regency campaign will roll your way. Send for your 
Flower Wedding Line Catalog, plus the beautiful 4-color win- 
dow display of wedding stationery, today—they’re both FREE! 


REGENCY THERMOGRAPHERS 


28 WEST 23RD STREET 
NEW YORK, N, Y. 


225 WEST OHIO STREET 
CHICAGO, ILL. 


13212 SATICOY STREET 
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There is no safer safe 
in the whole wide world 


thana iMEILINK 


l 
| “A” LABEL SAFE 
l 





When you sell a Meilink ‘‘A”’ label safe to 


one of your customers, you can congratu- 
late yourself on having performed a good 
deed. You can take satisfaction from the 
knowledge that your customer’s vital rec- 
ords will be adequately protected against 
FIRE. 


(As you well know, 43 out of 100 firms losing 


that relentless enemy of business 


their records in a fire never reopen.) 


Wire 88 Le MN Eh US PES OF on, UE CO TH eas Bear ~ 


Your good deed will not be en- 
tirely altruistic, either, because 
remember that Meilink gives 
every seller of one of its‘‘A”’ label 
safes a 14-kt.miniature gold safe 
" (for a lady’s charm bracelet or a 
* man’s tie clip) containing a 
8s crisp new dollar bill. 
4 


ast 





MEILINK STEEL SAFE COMPANY - TOLEDO 6, O. 
IN CANADA: VICTOR ADDING MACHINE CO. (CANADA) LTD., GALT, ONT., DISTRIBUTORS 


Producers of the most complete line of 
insulated products: A, B and C label 
safes, insulated files, money chests, vault 
doors, home VAULTS®—as well as busi- 
ness machine and typewriter stands. 


EILIN 
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NEW PRODUCTS 


Wail Phone Accessory 39 
Pat Products has introduced the 

Wali Memo No. 575, a practical 

accessory for wall phones that no 


only provides a handy pad = and 








: pencil for messages, but also ‘n- 

co. cludes a wire bracket which solves 

the problem of where to hang the 

j phone when holding a call. Behind 

H the pad, which takes a standard 3” 

5 by 5” refill, is a permanent “emer- 

| le gency” card for listing most-used 

1 = phone numbers The pencil is 

v ~ —. chained in place, and fits neatly 

into a holder below the pad Wall 

Memo is available in copper or nickel finish, and comes wii! 
wall-mounting screws and plaster shields tetail price is $1.95 

Acetate Greeting Cards 40 


The largest single release ever made of greeting cards printed 
on acetate is offered by Rust Craft Publishers. For the first 
time, Rust’s 


“Ethocels,” trade name for acetate cards, will be 


offered in 25 cent numbers. The new series of cards contains 
30 photographic reproductions of roses. In addition to ten new 
Y5-cent Ethocels, there are fourteen 35-cent numbers and six at 
50 cents in wedding, engagement, birthday, illness 
and general classifications. Rust Craft is offering dealers, in 
connection with its rose collection, a promotional kit based on 
the theme “Only a Rose can say it so well.” The kit contains 


two streamers, a window sign, six single card easels, a_three- 


anniversary, 


dimensional displey piece and newspaper mats 


Felt-tip Marker 41 
The Sanford Ink Company has 
announced a new marking  instra- 
ment that wriles on any surface 
with waterproof ink that flows and 
lries instantly. It is available in 
eight colors. The company says it 
is the first writing instrument of 
its kind to be precision engineered. 
The barrel is of a size and shape 
for comfortable handling, and the 
ink formula permits instant writing 


even if the cap has been left off 
a long time. The cap is made of 
DuPont Nylon and chances of evaporation are minimized. The 
new marker is available in three different packs: (1) blister- 


mounted on selling card, 


or pegboard display; (2) one dozen markers, not carded, in a 


shelf box; (3) a 4-color set 


If You're An Average Dealer You Can 


Sell ASENTRY 
Every 30 DAYS 


$680 Yearly Sales From $57 Inventory! 


Yes, Sentry dealers average 12-times- “a-year 
turnover . . . gross $680 from $57 invest- 
ment. A floor model does it, because Sentry 
drop ships to order. And Sentrys sell for less 
than half as much as average competitive 
safes, yet return you full profit. 
Big- safe features include Ver- Model S-3 
miculite insulation, built-in 3- — syg. List 
pomber combination lock, . 

ank vault type lock bar, 2 7 
drawers. U.L. “C” label. Write $ 95 
for details. 






Model S-C 


Sentry S-3 safe plus con- 
cealing cabinet of genu- 
ine mahogany, walnut or 
blond wood. Suggested 
list $119.95 


JOHN D. BRUSH & CO., INC., 
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12 cards on a wire stand for counter 






580 West Ave., Rochester 11, N. Y. 





















PIKE 
“BETTER MOISTENER” 


will sell faster than ever 


NOW the always popular, always fast-selling Pike “Bet- 
ter Moistener” has been color-restyled to fit every office 
decor—repriced to fit every office budget! 


The durable, sturdy STEEL cover your customers like so 
well now comes in bronze, satin silver, or jet black finish. 


Porcelain bases are finished in tan beige, office grey or 
black. Cast iron bases in wrinkle grey or wrinkle black. 
ALL COVERS INTERCHANGEABLE WITH ALL 
BASES-for striking duotone color combinations! 


The new Pike line retains all the features that have built 
repeat sales for 30 years in every type of office. Features 
like fast, clean moistening of envelopes, stamps, labels. 
Non-tip bases. Non-scratch feet. 3 inch adjustable brush. 
You can offer your customers all these time-proved 
advantages, PLUS “Better Moistener’s” beautiful new 
color styling, at these amazingly low new prices 







MODEL 3-C 


Cast Iron Base 


NOW ONLY $4.50 








MODEL 3-A 
Porcelain Base 


NOW ONLY $3 9 5 


Get the complete new Pike ‘Better Moistener” story 
today from your distributor or write — 


_— oy) PIKE. 
Adda] ~ 
nein 


E. W. PIKE & CO., INC. 


577 PENNA. AVENUE, ELIZABETH, N. J. 


Manufacturers of 
Pike ‘‘BETTER MOISTENER’™’ 


Elizabeth 2-0630 


for 30 years 
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os Chair Cushions 44} NEW 
Three new lines of chair cushions 
have been introduced by the Chi- 
World Map 42 cago Desk Pad Co., all individually 
Replogle Globes, Inc., has pro- packed in imprinted “poly” bags 
duced @ new, original, and com- and available in three standard 
pletely up-to-date Map of The sizes. Phe first is an open bottom 
World Seen aie oles lee design Executive Line, covered in 
Grinten projection which puts 7 laremont fabric, available in 
the entire world within one circle, - . either brown or green, and retailing 
the map is closer to a globe than from $8 to #9, depending upon the size. The new Budget “Chair- 
most flat maps. Giant 50 by eeze” 555 series, has a rattan top with corduroy sides and bot- 
St-inch cise with ux beantifel tom, choice of three colors, and retail price from $4.95 to $5.95, 
decorator colors and 5,000 place names in large clear type make The Budget “Chaireeze” 255 series is a reversible, knife-edged 
it an attractive wall map and a complete, valuable reference chair cushion with rattan on one side and corduroy on the re- 4 
Inset maps of the Arctic, Antarctic and World Time Zones are verse side, to retail from $2.85 to 83.50. + oo 
. . . . ee . e oT 
included. Each map is individually packaged in a polyethelyene hetized 
wrapper to retail at 50 cents. A_ self-contained, selling display ment 
box is free with each purchase of 24 maps New Carbon Paper Backing 45 against 
A new high gloss metallic backing has been adopted as stand- can be 
ard for DrikKleen, 6 lb. sheet general purpose carbon paper manu- ber. SI 
Forms Display Carton 43 factured by Kee Lox Manufacturing Co. Aside from its aesthetic 
A new shipper-display carton for value, the new coating eliminates, to a large extent, reverse sur- 
business forms is described as the face stenciling. The new DriKleen sheet is a universal weight Christ 
industry’s first by Stock Forms Co carbon paper available in two finishes for a medium or dark Thre 
It was especially developed for the impression. lists ar 
point-of-sale display merchandising ment 
of Rediform one-time carbon second Book | 
sheets. Made of extra heavy double Social Stationery Album 46 distrib 
face corrugated board, it has a blue A new edition of the Truly Yours personalized social stationery cludes 
exterior and white interior, printed album has been published. It features papers by Montag and per- ing fro 
in two colors. Each carton holds sonalizing by National Artcrafts. The album displays 56 different books 
five boxes of Speedicopies, either social stationery items, 37 distinguishing initial, monogram and er size 
padded or as loose sets in poly- type styles with a choice of seven colors of ink. Complete infor- Comp! 
ethylene bags. mation on the availability of this new album can be obtained with 
from National Artcrafts, Inc. 3000 W. Fort St., Detroit 16, Mich. $12.50 
Type 
STOPS TRAFFIC vusinG a 
STARTS SALES — We ea 
¢ ¥ —— 
OF POST CARD PRINTERS POS! CARDS ?*- ein | 
' ; ww sores 
H#Not - Why Not? 
FULL OF ACTION AND COLOR, this electrified display = ; 
packs a real sales-wallop! Uncle Sam’s moving arm Pt. - Mi ATIC ; 
catches eyes, points to message and actual operating ; - ave 
demonstration plus sales-story! Makes CaSY / turer 
displ 
« The CARD is FREE lispli 
PRINT-O-MATIC 232° 7 
- +» You Don't Even Lick Ms displa 
° ° + I Give You Rapid Delivery Service 
Automatic, Self-feeding et vee to PRINT-O-MATIC 
Postcards Are Truly America s fine! 
ROTARY STENCIL Sos Eee 
Me 
DUPLICATOR cn 
Elect 
PRINTS OVER 2,000 9M @p95 i 
clean, legible copies per hour complete pence 
Retails ot Low, Low Sopp a 
by coe supplies it] 
witht 
" . if-feeding High 
2 BUYING PLANS bring you ATIC automa wl duplicate! amet 
otary § , 
FREE DIsPLAY and FREE MACHINE PRINT-0-M ds an hour appli 
gh ostcar the ; 
(plus usual 40% discount) ‘ut over 2000 p t sl 
n Ss j or si 
ACT NOW... THIS OFFER LIMITED Pri the 
SUDD 
PRINT-O-MATIC CO., INC Salhemeete S 
"5 : or write direct for vari 
724 W. Washington Blvd. e Chicago 6, Ill. full details. 
MOC 
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47 


index that 
utilizes the space under a stand- 


Telephone Index 






A new telephone 
urd desk telephone and is always 
available for immediate use is 
being distributed by The Carl- 
ton Co., 15 West 44th St.. New 
York 36. 


able plastic, the 


Constructed of dur- 
Slide-Away 
Phone Index can be attached in 
seconds and 


; provides space for 
$24 separate names and numbers. 


A special page is provided for 
emergency and frequently called numbers. The pages are alpha- 
betized and are easily removed for typing on them, or replace 
ment. The entire index is part of a pull tab which fits snugly 
against the base of the phone when not being used. The index 
can be imprinted with a firm’s name, address and telephone num- 
ber. Slide-Away is available in black or white and retails for $1 


Christmas Card Lists 

Three types of Christmas card 
lists are featured in a display assort- 
ment offered by National Blank 
Book Co. and The Beckhard Line, 
distributors. The assortment  in- 
cludes 22 books, 6” by 1°,” retail- 
ing from 60 ceits to $2. The smaller 
books hold 300 names and the larg- 
er size 600 names, for five years. 
assortment No. 80-003, 
with display box, costs dealers 
$12.50 


Complete 





Typewriter Merchandising Unit 49 

The Master Merchandiser, Smith- 
Corona’s new portable typewriter 
display and storage stand, requires 
only six square feet of space and 
weighs approximately 55 pounds. It 
is “dealer designed,” having been 
developed as a result of a survey 
which indicates the need, as_ well 
as the characteristics preferred, by 
dealers. Available 
sells for $30, including 
al . which is less than the manufac- 
turer’s cost, according to Smith-Corona. The floor stand provides 
display space for five portables, storage space for four more, 
for literature and a built-in electrical outlet with extension 


nationally, it 
shipping, 





space 
Two 
display models are at a level suitable for customer testing 


Electric Eraser 

Metal Specialties Manufacturing 
Co. is introducing the Presto #80 
Electric Typewriter Eraser, employ- 
ing a flexible shaft mounted with a 
pencil slim erasing unit which per- 
mits erasure of the smallest letter 
without the aid of a typing shield. 
High speed rotation of a 14” di- 
ameter, self-pointing eraser, without 
application of the usual pressure associated with erasing, eliminates 





the smudging of carbon copies as well as the time consuming use 
of slip sheets. Self-contained, rotating brushes, continuously clean 
the erasing surface. The rubber erasers are $44” long and are 
supplied in three different grades suitable for use on work in pen- 
cil, ink or ballpoint pen, as well as masters, negatives or plates for 


various types of reproduction equipment. 
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LUXCO 


tops them all 


in’60 





LUXCO... 


LUXCO MODEL B200 
‘ very spree $1480 
- the line that 


gives you 


SO MUCH MORE 
TO SELL 


SO MUCH MORE 






LUXCO MODEL B410 


has drawer, elevating device, 
sells for a 


| PER ees 51995 


es ~ COMPLETE LINE 
LUXCO offers the most 


complete line of machine 
stands on the market today! 


~ QUALITY 
LUXCO offers the exclu- 


sive quality features that 


are most in demand 





the very finest 


$9950 
DeLuxe Stand....... a Vmnee) fe} ed 


every LUXCO Stand is 
low-budget-priced to meet 


the needs of the most de- 


manding buyers 


w“ Remember, there 
LUXCO Stand for 
17 different models to 


choose from 


1s Qa 
every ma- 


chine 





LUXCO MODEL B850 
the Ultimate in Performance, 


Appearance and 50 
Gi isvcciniccdecinaes $ 5 3 —_ 


Prices slightly higher in western states. 


Quantity discounts 
avadable oa L\UXCO STANDS 


| | 
i@ 100 KING STREET 
——) LUX( 0 Tales LA CROSSE. WIS 
. « PHONE 2-1277 
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Office Machine Cabinet 51 


A new office 


machine cabinet for 
use with reproduction equipment 
and many other types of machines 
has been announced by Lyon Metal 
Products, Inc., 3 Plant Ave., Aurora, 
Ill. It has one adjustable shelf and 
lock for 


pan-type 


a built-in 
supplies. A 


safely storing 
sliding tray 
mounted directly under the top may 
be inverted for use as 
i working space. The cabinet comes 
equipped with glide type feet; casters are also available. Sorting 
files may be attached on one or both sides for additional stor- 
age. 27” ~wide, 21” deep, 29” 


additional 





i 


The cabinet is 27 high 
Roll File 52 
Quicker filing and finding of rolled 
prints, maps and charts is achieved 
with the new 81-tube Staktube Fil 
The space-saving units are now 
available with 81 steel-rimmed 11.” 
iubes, expanding to 32 the number 
of Staktube sizes: 9, 16, 36, and 
now 81, each in eight different lengths from 18” to 60”. The 
new tube size combines maximum space utilization with maxi- 
mum protection. Drawings are located quickly by using the 
file’s outside label and complete index record on the inside of 
the hinged door. Catalog sheet and prices for the entire line are 
available from Stacor Equipment Co., 295 Emmet St., Newark 


5, N. J. 


ean 








Join the profit parade. . _ TIFFANY ° STANDS 
PRE-SOLD for YOU thru TIFFANY’S largest 


ever, national consumer advertising campaign. 





MODEL 5000 


GREATEST ALL PURPOSE, com- 
pletely safe, Stand for costly 
office machines. Adjustable open 
top ...noise-escape hatch. Cast- 
ings cover retractable casters; 
anchor firmly on floor. 


MODEL 2300 


MULTI-PURPOSE UTILITY TABLE. 
Heavy steel construction. Top 30” 
wide, 181” deep; undercoated 
for sound-vibration abatement. 
Tray inverted, becomes shelf. 2 1/2” 
rubber casters, two with brakes. 


For further information, write Dept. MS yy 


TIFFANY STAND CO. 


7350 Forsyth + St.Louis 5, Mo. 





- - - for more details cirlce 158 on last page 


68 


Social Stationery 53 


Popularly priced social stationery 
in a wide assortment of scenic, flor. 
al, geometric, geographic and poodle 
designs is offered by Bradfords Sta- 
lionery. The paper, envelope lining 
and the outer-wrapper of packages 
is decorated in the design selected, 
Packaged in 
theline ranges in price from $1 to $2.50. 
the line ranges in price from $1 te $2.50. 


York, and at 





boxes, 
Permanent displays can 


portfolios and 


Permanent displays can 
1505-E, Merchandise Mart, Chicago. 


Catalog Rack 54 


\ new adjustable book and cata- 
log rack is being offered by Lit- 
Ning Products Co. It has sliding 
adjustable partitions to fit 
any size book or catalog. 


most 
The new 
rack is especially suitable for tele- 
phone books where these books vary 
in width. Elevated front permits 
the base to slant downward to al- 
low easier handling and better readability. Three different models 
measure 15, 18 and 24 inches wide. The rack is one of seven 
new items just introduced by Lit-Ning. Others are Check and 
Bill Sorting Racks, Stationery Rack, Personal Files, Cancelled 
Check Files, Desk Top Book Cases and Time Card Racks. A 
catalog supplement is available from the National Sales Office, 
Lit-Ning Products Co., 170 North Blvd., 
Hills, Calif. 





Robertson Beverly 
















OJECTIN 
pro rNAL 
for “Wertice 
Records 


“yg 


In regular 100-Pack. And in handy 
20-Pack Display Cartons. 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 
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33F ~ Brief Bag Catalog Cc Magnetic Ink Samples F 


ationery The Leather Specialty Co., Cincinnati, Printers. stationers and business forms 
lie lor offers a new catalog on its Wear Best line dealers may obta a new portfolio of 
| poodle of bags and cases, featuring many new Transkrit spot carbon applications and 





rds Sta- items and the largest variety of products magnetic ink check samples from Trans- 
e lining in the company’s 43-year history. Included krit Corp.. 704 Broadway, New York 3, 
ackages are Softan and Velva-Hide styles. N. Y.. or 683 Plymouth Court, Chicago 5. 
el “te e Ill. The magnetic encoding meets the spe 
boul Art Material Pamphlet 3 ‘ ° cifications of the American Bankers’ Assn 
" \ new pamphlet from Carter’s instructs 
ve consumers in the proper methods to be fol- 
ays Can “ : a aes oa ’ : 2 : 2 
Carbonset Sample Kit A lowed in using Tempera — It contain Greeting Card Samples GS 
: : : asic rmation ; Ss, g, sur- 
\ sample kit of Sea Foam Bond Carbon- ba ic information on colors, mixin 2 Samples of a new line of cards are avail- 
ts, consisting of carbon sheets attached faces which are adaptable, painting tech- bis om seach Sen. kaw. taal 
sets ; SIS 7 % sneets ¢ é > able ques ro s . 
; : ; . 7 niques and the care of brushes and palettes. : reel 
54 to second sheets, is available by writing : Sikes Keak Greeting Cards, 108 Bishop Dr., Framing- 
Type/rite Corp., 21 State Highway 10, Also included is a Carter Color Chart, an ham. Mass. Included are graduation num- 
r a “ee easy guide for mixing the three primary ‘gaa 
Hanover, N. J. Promotion and distribution : bers, bon voyage cards, a special group of 
, ay Sey colors. Dealers may request a supply of the an 
of the sets is now being handled by Type : sea ‘ exam cards for students and everyday 
te Corp., which offers dealer aids and an pamphlets from G. L. Pippette, The Car- ls. All card iungable; any card 
: Tp., Th O1LOCTS “alenr i Si ‘ . . cards il « ds are exchangable; any at 
lai ter’s Ink Co., 239 First St., Cambridge 42, # oo 
attractive pricing arrangement M that doesn’t sell ca Y replaced by a new 
ass 
or different numbe 
Calendar Brochure B Magnetic Ink Forms . 
“Success Story,” « four-color, 20-page Dealers may obtain detailed information : : H 
booklet on desk calendars has been pub- and samples of actual forms printed with vesting Equipment Catalog Pre 
models lished by Columbian Art Works, Inc., 2300 magnetic ink by writing ¢ onsolidated Posting Equipe t Corp., Buffalo, | 
f seven West Cornell St., Milwaukee 9, Wis. The Business Systems, Inc., Dept. P, 30 Vesey Y.. has published a colorful, new —— 
ck and special brochure gives a completely illus- St.. New York 7, N. Y. Recognizing the giving product features, sizes, prices _ 
incelled trated description of the company’s 1961 unlimited applications of common machine ordering information on their full line o 
ks. A line of Success desk calendars, as_ the language to business forms and systems, “Matic posting equipment. Ine luded are 
Office company is about to enter its “100th year Consolidated also is introducing a consult- two English imports and a new Pilt-O- 
Beverly of service to American business.” It ts ing service for firms interested in employ- Rack desk organizer. Copies are a 
. } ir * e » 79 ‘ oom 
designed to provide stationery salesmen ing magnetic ink character recognition as from Mead Le Associates, 1721 Elmwoo 
E: with knowledge of the line’s selling features. part of their forms handling procedure Ave., Buffalo 7, N.Y 








hi “HI-SPEED”’ 
y Sells Faster Because MONEY 
It Works Faster! CHANGE seer 


Fastest operating changer. Ad- 
WHE hi 4£ei8) I 3 8 & justable barrels eject up to § 
coins. Minimum weight and 
¥ ~ = maximum rigidity. Exclusive 
AQ 1 A B kK EK solid-base design. Safety lock- 
ing device. Ideal for: small 
store owners, salesmen, route- 
men, ice cream vendors, laun- 
drymen, newspaper vendors, 
gasoline stations, restaurants, 
bakeries, transportation, etc. 





















4 Tube Model (Illus.)—$5.75 List 
ilso available—3 and 5 Tube Models 


J. L. GALEF & SON, INC. 


Write Dept. MS-6 for Wholesale _85 Chambers Street 
Prices and Descriptive Folder. New York 7, New York 
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AMERICA’S MOST COMPLETE LINE OF 
QUALITY PAPERS FOR THE DRAFTSMAN 


* GRAPH SHEETS TRACING PAPERS SILK SCREEN PARCHMENTS 
* CROSS SECTION PAPERS LAYOUT PAPERS PROFILE PAPERS 
* PLANETABLE PAPERS ACETATE SHEETING (CLEAR OR MATTE) 


brings you the most 
complete line of 


bpuseeds CHESS SETS! = 


“FLORENTINE” 
and “STAUNTON” 


choice of 20 items 
retail $700;, 5] 500 


KINGSWAY, Inc. 849 W. Washington St., Chicago 7 
- - - for more details circle 108 on last page Phone: SEeley 8-0117 





DEALERS! Send for free samples and Price List! 


EE PAPER CoO., INC. 


f -)e? Sele) le +7 Viens. Bann 
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YOURS FOR THE ASKING 


RAIN or 
SHINE... 


KIDS 
PREFER 


Vacation Schedule I 

A new design of 
schedule covering the 
1960 is offered free to dealers. Printed on 
heavy paper stock, it has blank 
spaces for filling in the names of employees 
and indicating the vacation week or weeks 
of each person. The 


vacation 
weeks of 


all-year 
entire 52 


cover 


Ed . U. - an 


is designed 
to be filled out and placed on the company 
or department bulletin board for the in- 
formation of all concerned. 


schedule 


Mail requests 


to Stempel Manufacturing Co., 2830 Ro- 
berta St., Dallas 3, Texas. 
Partition Installation Manual J 


A new installation manual that describes 
and illustrates how a single man, without 
special tools, can erect a complete system 
of partitions, has been published by. Work- 
wall Division, L. A. Darling Co.., 
Mich 12-page 
available 


Bronson, 
Copies of the manual are 


on request 













Bookcase Catalog K 

Hale Industries, Inc., Herkimer, N. Y., 
has released a new catalog and price list 
covering their wood bookcase lines and in- 
cluding simplified data on dimensions and 


Always Something NEW 


Children's Educational Games 29c 








finishes. The 16-page booklet shows both 
d- U- '¢ d f '¢ sectional and non-sectional lines. The price 
E ards M g. _ list offers dealers a 50 and 10 percent dis- 


13-05 44th Ave., 


long Island City 





count. 
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Just 2 in the fast selling, 
profitable C-Thru line 





C-THRU 
ADJUSTABLE T-SQUARE 





All plastic. Calibrated protractor head — 
plastic arms. A multiple purpose professional 
T-Square priced way less than other single 
use professional T-Squares. 12” to 36” sizes. 


C-THRU LETTERING GUIDES 


 APEGDEL IRD ZOD. STUY RYE | 


Transparent plastic— easy to use with pencil or 
ink. Undercut prevents ink smears. Most letters re- 
quire only one operation. Six guides to a set, %” 
to 42” sizes included. Only $9.00 list. 





Write for FREE C-Thru Catalog 





TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS @ PROTRACTORS @ OTHER DEVICE 


— E ‘The Weis anaieginring Company 


Bil IBN | V7, Ji, ._ pppeile 


HARTFORD CONN 
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Paper Price List L 
A new price list, the first since 1957, has 
been issued by L. Hyman & Sons Corp, 


paper merchants at 102 Prince St., New 
York 12, N. Y. Some prices have been 
raised and others have been lowered on 
such items as adding machine rolls, all 
kinds of envelopes, construction paper, 
pads, and report covers. New items in- 
clude stock form printed stationery bags 
and decorated fly sheets for Duotang 
covers. 

Self-selection Merchandisers M 


A 20-page, 
Hardware 
than 


two-color catalog by Reflector 
Corp. lists and illustrates more 


two dozen complete merchandising 
units adaptable to countless merchandising 
variations. All 


type floor units 


island- 
frame as- 


units, including 
and over-table 
semblies, can be a minutes 
without special tools. Write for “Self- 
Selection Catalog No. P24” from Reflector 
Corp., Dept. FP-8, 1400 North 
Melrose Park, Il. 


ssembled in 


Hardware 


25th Ave., 


Accessories Catalog N 

Maison Gourmet, Ltd., 1170 Broadway, 
New York City, illustrated 
20-page catalog of contemporary accessories 
in groupings of Teak, Jenfred Ware, Matte 
Chrome, 


offers a new 


Brass and Enamel on Steel. 









Monroe, Mich. 


- - - for more details circle 167 on last page 


MODERN STATIONER, JUNE, 1960 


NEW Pl 


Clip Boar 





and index 
for advert 
binder car 
binder. Su 


Speedbe 
A new 
tapered p 
by the H 
or the } 
Pen rece 
Howard 

Speedball 
wd is 1 
and othe 





plus t 
send f 
UP 24 
deale 











MODI 


L 
7, has 
Corp, 
, New 
; been 
ed on 
Is, all 
paper, 
ns in- 
; bags 
1otang 


M 


flector 

more 
ising 
dising 
sland- 
ne as- 
inutes 
“Self. 
flector 
North 


dway, 
trated 
ssories 


Matte 





7 vv? 


= 


1960 








NEW PRODUCTS 


Clip Board Binder 55 

The Kismet “punchless” Clip 
Board Binder for home and _ office 
is announced by the Arch K. Ansty 
Co., manufacturer and distributor 
of the new item, 171 Second St., San 
Francisco 5, Calif. The new binder 
has an electronically sealed cover of 
vinyl plastic. Other features include 
a positive spring clip that stays 
open, finger tip action, stiff cover 
rounded corners, suitable for labeling 
and indexing. The Binder can also be imprinted or silk screened 
for advertising purposes. With a capacity of 200 sheets, the new 
binder can be used as a rigid clip board or be filed upright as a 
binder. Suggested list price is $2.25. 





Speedball Penholder 56 


A new finger fitting two-color 
tapered penholder has be en designed 
by the Hanover Pen Co. exclusively 
or the New Speedball Steel Brush 
Pen recently introduced by the C. 
Howard Hunt Pen Co. The new 
Speedball Pen comes in several sizes 
ud is ideal for showeard writing 





and other forms of lettering. 


another FIRST 
with FASTER 
SERVICE for 
YOU, the 
dealer... 


on custom snap forms! 


SHEETS, STICKERS and AIR POSTAGE 
GUARANTEED ENVELOPES) 


OGERSNA 
BUSINESS FORMS 


P.O. BOX 10425 


If you have been confused by complex 
ORDER FORMS, PRICE SHEETS, 
QUOTATION RESPONSIBILITIES — 
plus the LONG WAIT for confirmation, 
send for our NEW EXCLUSIVE “RUSH- 
UP 24 HOUR QUOTE SERVICE” kit for 
dealers! (contains NEW INFORMATION 
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DALLAS 7, TEXAS 





pride... 


of ownership with 
Greater efficiency... 
Bigger profits... 
More flexibility... 
is yours with 
SAGINAW STEEL 
STORE FIXTURES 


for information write to 


SAGINAW INDUSTRIES CO. 
| 2119 S. Jefferson @ Saginaw 25, Michigan 











Presents Another First 


SCHWAB 


New Deluxe Insulated 


Portable LEDGER FILE 






No. 1930 
Pull-Type Handle 
Dual Drawer Locking 


CERTIFIED FIRE Protection 1700° 1 Hour 


Convenient “Point of Use’’ Fire protection for valuable 

records. Records never need leave the file. 

Convenient Operating Height— No heavy lifting of 

trays. Posting Machine carriage clears top of ledger file. 

Roll-Around Portability— Easily rolled alongside post- 

ing machine or any other desired location. 

Operating Ease—Drawer has finger-tip operation, gliding 

easily on extra heavy multiple ball bearing suspension. 

TOP INSULATED LEDGER DRAWER extends 291." clear 

of the cabinet to provide storage of two large posting trays 

for sheet size 14°’ x 11". Lower storage drawer non-insulated. 

Yale Pin Tumbler Key Lock—Combination Lock optional. 
WRITE FOR COMPLETE INFORMATION AND PRICES 


SCHWAB SAFE Co., Inc. LAFAYETTE, INDIANA 
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NEW! 


Vivid Colored 
RULERS 


Bright blues, yellows, greens and 
reds .. . PRECISIONMATIC made 








They sell on sight in 


ENCO 


COLORAMA 
COUNTER DISPLAY 


No. 69-C © 4 dozen 12” wood rulers 
1%” x %,” thick double beveled. In as- 
sorted colors, 10¢ seller. 

No. 700-C © 6 dozen 12” wood rulers 


Ye” x %,” thick, single beveled. 18 each 
of 4 colors 5¢ best seller. 





Individually packed for re-shipment. 





Write for prices. Buy from your nearby jobber. 


SENECA NOVELTY CO., INC. 
52 Miller Street, Seneca Falls, N. Y. 








ee 5 6 2 6 s 6 8 ee 8 * 


Copying Machine 57 

After more than a year of SUCCE SS- 
ful performance in the field, a low- 
Photo-Master 


chine is now available through deal- 


priced copying ma- 
Formfoto Manufacturing 
Co. A model which retails at $99.50 
has a 9” throat, 


and plugs into any electric outlet 


ers from 





weighs 16 pounds 
\ larger model handles sheets to 
14” wide in any length. Simplified mechanics make possible the 
reproduction from any paper or card stock of any colors or mark- 
ings. Literature, ad mats and other promotion materials are avail 
able for dealers. 


Accessories 


Plastic-laminated covers with full 


color fne art rej roductions are fea 
“Stuart” 
boxes by VanDow-Fenton, Inc., 2 

Fifth Ave., New York 10, N. Y. One 
box for two decks of playing cards 
retails for $4.50. A match box with 
three drawers retails at $1.50. In ad- 


tured on new accessory 


25 





dition to fine art color reproductions, other cover motifs available 
are sports, pets, antique autos, Oriental, Persian, and fruit and 


floral still life. 


NEW! 
TEL-INDEX 
FOR 'PHONE BOOKS 





Hf, ANOTHER NEW 
COAL "AT-A-GLANCE”® PRODUCT 


Saves time, ends fumbling through telephone and classified 
directories. Alphabetically-indexed, gummed sheets can be 
inserted and permanently affixed in moments, permitting 
instant reference to the correct alphabetical section. Sturdy 
sheets, gold-stamped simulated leather index tabs. Set, in 
instruction envelope, retails at $1.50. 


SELL BEST BECAUSE THEY TELL BEST 


Gla 
Po Vo 


PATON - 


~ 






e—_—_ 





AT-a- | 
Nascon oqance ®products | 





. cine” 
EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS 
Showroom: NEW YORK, 475 Fifth Avenue 
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Christmas Cards 59 

A new line of Christmas cards by 
Tiber Press, 1459 Third Ave., Ney 
York 28, N. Y., is silk screened by 
hand in rich colors and gold. Themes 
are often traditional, but treatment 
is fresh, with designs in contempe- 
rary style as well as in renaissance 
elegance The cards range in price 
from 20 to 75 cents. At the New York Stationery Show, the com. 
pany also introduced a new group of invitations and everyday 
cards 


Adult Games 

Victory of Chicago has announced 
two new adult game sets, the Master 
Game Chest to retail at $12.95 and 
the Chicago Game to retail at $5. 
The former comes in a leatherette 
attache case and contains complete 
equipment for faro, roulette, craps, 
checkers, backgammon = and 


chess, 


many other games. The Chicago 


Game set includes equipment for 
roulette, poker and dice, including 
110 chips. Victory is also introducing 
nu restyled version of its Chip-Count- 
er, a combination dispenser and car- 
which 
counts chips. Suggested retail price of the new Chip-Counter is $15, 


rying case automatically 


t 





The Top-Selling Designs in : 
Personal Christmas Cards 


Fast, dependable service of 
best-selling, volume- priced 
designs assures bigger 
Christmas profits to you! 





we y a 
© 4 
e % SEND FOR YOUR 3 BOOKS TODAY! 


4 Greentree Publishers, Inc., Box 1513, Boston 4, Mass. 


1 
: Please send me your 3 books of 1960 Personalized Christmas Card designs. 
EEE Ee oe eee TS ; ; 
a EERE a ; 
EE EE ee : 
| eee STATE : 
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is $15, 
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Decorative Candles 61 

\ Beeswax Obelisk Candle is one 
of several newer items offered by 
Victrylite Candle Co., Oshkosh, Wis 
Plain classical lines of the 17” Obe- 
lisk are relieved only by 


shallow 
grooving which tri-sects the candle 
The grooves are lined with metallic 
gold) For use as a holiday center- 
piece or decoration, the long-burning. 


gift-boxed candles retail at $9.95 


Modular Storage Cabinets 62 

All steel storage cabinets in ver- 
satile two shelf and one shelf build- 
up units by Dolin Metal Products, 
Inc., can be stacked together in 
minutes to any height or width. 
Called Stack-Shelves, they are com- 
pletely assembled for use under win- 
dows, around doors, next to desks, 
as work counters or in solid rows in 
storage areas. Individual units are 
all 36” wide. Optional doors with or 
without locks can be easily added 





Finishes are green or gray baked enamel. 
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| SELL THE BEST KNOWN NAME 





Coin Counter-Wrapper 63 

A combination coin counter and wrapper called Jitfy is made 
and distributed by S-K Enterprises, 1101 N. Calvert St.. Balti 
more 2, Md. Made of ebony polyethelene, the tray-like measuring 


device has white indicators for counting rolls of pennies, nickels, 
dimes and quarters. Wrapping is described as simple with either 
standard wrappers or plain paver. The Jiffy can be easily im- 
printed for premium use. A self-displaying counter carton holds 
12 individually boxed units 


Numbered Painting Sets 64 


\ new and complete range of 





numbered oil painting sets is offered 
by Avalon Mfg. Corp., 128 Middle- 
ton St., Brooklyn 6, N. Y. The new 
sets retail at $2, $3 and $5, in a 
range of 12 to 18 new subjects. The 
smallest set contains 14 large plastic 
jars of oil paints. Larger sets include 


professional brushes and 20 or 35 jars of pre-mixed oil paints 


Hooded Casters 65 

A new low priced line of hooded casters is being introduced 
by Master Manufacturing Co. Maximum protection against caster 
wheel scuffing of hose and shoes is their purpose. Designed for 
office chairs and home and office furniture they are made in all of 
the stem models for wood, tubular base. aluminum and steel base 
chairs. The hoods, with a high nickle finish, are available with 2” 


soft and hard tread, and also 2” Soft Gray Non-Marking wheels 


4 


in the field 





the 
ONE 


at 50% PROFIT ! 


with extra discount for volume | 
J 

















WALL HANGING 














FLOOR and CABINET TYPE 
ha ant. portable CHALKBOARDS 


ee 














4 











= 2): and BULLETIN BOARDS 














Here’s a typical example: 
3’x 4’ Board ... List: $12.95 Your Cost: $6.48 
Sell the widely respected ROWLES LINE and 
enjoy the best profit. Free dealer helps including 
envelope stuffers and catalogs. 
write for profit program and prices 
ROWLES MANUFACTURING CO. DIVISION OF 


6400 W. Cortland ¢ Chicago 35, Ill. BECKLEY-CARDY 
- - - fo rmore details circle 149 on last page 


NEWPRODUCTIS ........... NEW P 
Portable 
For tho: 
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Plan Hold 

- . a useful, | 
——— Called the 
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Two-hole Punch 66 

Accuracy and convenience are 
highlighted in a new, improved Acco 
10X two-hole punch. The gauge 
locks in place to assure alignment 


yee were 


of papers to be punched. Remov- 


mane 


CORPORATION 
Poadiog « Mode eS” 


mia steel 
latched d 


pounds an 


able, plastic tray at the base catches THE MEYER 


the perforation cut-outs of thou- 





sands of sheets, provides a broad, 


firm foundation when punching, and protects desk tops from in- four comp 


jury. The punch, designed for 4,” holes, 2%” center to center, maps or « 
is available in three colors of grey. forest green and tan and re 


tails at around $4.75. 


All Purpose Ball Pens 67 

Plastic barrels in four colors that 
match the ink, a _ comfortable, 
rounded triangle casing shape, new 
smooth-writing “Veltip” point in 
medium or fine, and extra-long ink 
supply, plus an eye-catching, space- 
saving cannister counter display are 
among the features of the Venus 
Pen and Pencil Corporation’s new 
line of all-purpose “Extra Long- 











Writer” ball pens now being distributed to dealers. The new pens , 

retail for 39 cents for medium point, and 49 cents for fine point. Air Tray 
Each semi-circular clear plastic cannister display holds 48 pens. A new 
The space-saving counter merchandiser — inches across the back, for house 
5% inches high — has a pull-up display card which sets into the son-Woo 
back and calls attention to the new shape and point of the pen New Yo 
and its long-writing qualities. The pens have blue, red, green and pounds. 


reproducing black inks with matching barrels and caps. scale ret 


— lll UVENacnen sa SELLERS 
NO. 250 IMPERIAL EASEL MULTIPLY YOUR PROFITS! 





leather « 


















A professional studio easel with added support 
on both sides of center post. Large canvas self-adhesive ’ self-adhesive ca 
t holder and utility tray with palette holder fully 
adjustable by means of metal ratchet... FILE FOLDER ; CORRECTION 
designed to provide better support for large LABELS -easier, e TAPE - no fuss, 
| canvases. Adjustable metal stabilizer eel ‘S = ’ ‘ 
and other hardware plated to resist corrosion. faster, cleaner. ~ muss, Stains Or 


List price $15.00 
FOB: Glendale, L. | 


10 colors plus white. 
8 labels per sheet 
with guide lines 


AVEpy f 4 soiled hands 
— Available in sheets or rolls 
1/6”, 2/6” and 5/6” widths 


Once used, Avery Self-adhesive Correcting a fluid duplicator 

| File Folder Labels are reordered master is so clean and easy with 

| regularly with no reselling! Cus- Avery self-adhesive Correction 

NO. 83 MASTER EASEL | tomers like the way they go on__ tape that one order follows 

at the touch of a finger — they’ll another. The tape is applied over 

Anco’s traditionally popular studio easel now | mever go back to messy, Sticky the error. Then the correction 
even better than ever! New unique moistening of old-fashioned labels. is typed on the tape. 














— construction provides easier adjustment of = | | piecane aur r YY. ORDER TODAY! 
tray and canvas holder with built in palette Ee ; Ve os Avery F-line labels 
holder. Large easy tightening thumbscrew- j,i wz -— BUILD IMPULSE SALES! 
and-steel plate assembly prevent tray fim) YY ; | There are hundreds of 
slipping even with 100 |b. weight. / YY th a oe uses for these handy, 
; . | convenient labels at home, store, office or 
List price $12.00 FOB: Glendale, L. |. (4) Anniversary |) factory—for price marking, coding, identifica- 
Please write for literature mentioning this publication. \\ 1935-1960 tion, addressing, and 1001 other uses. Bright 
wee \ @ new packaging —27 popular sizes and shapes 
# . , —— . S — in easy-to-use sheet form. ORDER TODAY! 
% 
‘ ANCO WOOD SPECIALTIES, INC. Write for A AVERY LABEL COMPANY, Div. 116 
LENDALE 27, N. Y. data or ORDER rhtag _—«+2LAT Liberty St., New York 6 » 608 S. Dearborn St. 
: a tiie YOUR WHOLESALER Chicago 5 © 1616 S. California Ave., Monrovia, 15 
TODAY! California ¢ Offices in Other Principal Cities HAR 
- - - for more details circle 105 on last page - - - for more details circle 106 on last page —s 
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NEW PRODUCTS .. 
Portable Roll File 


For those who use plans and 
prints at the job or in the field, 
Plan Hold Corp. has introduce:| 
a useful, light weight carry-file. 
Called the “Roll-Pack,” 


sists of four durotubes mounted 


it con- 


in a steel housing with a spring- 
door. It eight 
pounds and has the capacity for 


latched weighs 





four complete sets of plans prints, 
maps or drawings. 


Ruler Display 69 


A new Senco Colorama counter dis- 
play offering a variety of colored wood- 
en rulers is offered by the Seneca Nov- 
elty Co The 


cylindrical displays come all assembled. 


topple-proof cardboard 


The # 69-C display contains an as- 
sortment of four dozen 12” wood rulers, 
scaled in inches and metrics, with holes 
to fit any ring binder. The # 700-C 
display contains an assortment of six 





dozen 5-cent rulers. 


Air Travel Scale 70 

A new scale for air travelers and 
for household use is offered by Rud- 
son-Wood, Inc., 15 W. 44th St., 
New York 36. It weighs up to 66 
pounds. Individually boxed, the 
scale retails for about $2.75. In a 
leather case it is $5.50. 











Official 
OSTAL 


with every 
Hanson 
Postal Scale 


(packed in carton 
at factory) 


HANSON 
Postal Scales Standard with 
the trade for over 50 years 


1515-50 Ibs. 
parcel post 


HANSON SCALE CO. (Est. 1888) Northbrook, Illinois 


1509-5 Ibs. 1530-25 Ibs. 1546-2 Ibs, 
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KOH-I-BALL 
double-ender 


BALL POINT PEN 


Ms 
is 


wa STS: 
JI 





A superb writing instrument! Attractively styled wood 
barrel finished in red and blue with gleaming brass 
nosepiece. As inexpensive as a disposable pen, yet re- 
fillable. Packed a dozen to a self-selling display ‘box. 
Refills in individual envelopes. Write for leaflet. 


WRITES BEAUTIFULLY! 
40) -S Sy (ele): 
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Bloomsbury, N.J 





TEMPERA 


OW CA 


POSTER COLORS 


24 ready-to-use 














opaque colors 








for commercial 
and school work. 


Colors dry with 

a satiny mat 
finish free of brush marks. Can 
be applied over one another 
without disturbing original 
color. In 2-ounce, !5-pint, pint, 
quart and gallon jars. 


Also inquire about 
Weber Show Card 
Brushes — made 
of finest quality 
red sable and ox- 
hair—Y%"' to 1- 


inch wide. 


Write for prices and discounts 
F. WEBER CO. 
Philadelphia 23, Pa. 
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Manufacturers represe ntatives wanted for Ss 
tionery line. Many territories open. Well 
tablished line. Atlantic Binding Corp., 56 So 


lith Street, Brooklyn, New York 


ADVERTISEMENTS Salesmen: get in on the newest fad. Sell initi 


and monograms, highest commission. K & 
Deadime for classilied advertweements is the Leathercraft, Maspeth 78, New York 
fifteenth of the 2nd mouth preceding the 
month in which the magazine is issued. KAI Ls <a 
+: a word. Minimum Order: $6.00. Names Representative needed for Indiana, Michig, 
and addresses are to be included in the count Ohio, Kentucky; also, for New York and Ne 
Initials or sets of figures are to be counted as England for well known line of Party Fava 
one word. —, — oage Do ge 1 eager rw z 
. To ~ 4 snoulc ip se your otner anes oO 1e «Of 
May 20-21—Dist. 10, NSOEA meeting, tionery and Gift Shop trade. Box 273, MOB 
Yenver Hilte el, Denver, Colo ERN STATIONER AND OFFICE EQUI 
cigeinuiommguaimengans F Ad MENT DEALER, 1 East First Street, Duly 
May 22-24—Dist. 6, NSOEA meeting, Salesman wanted. Liberal commission. All ter- 2 ,Minnesota. D 
‘ : ’ ritories open. Complete line of printed forms and 
Lake Lawn, Wis. systems, salesbooks, billbooks, one time carbon i =a i | ; ; : 
— . . > forms, free catalogs and actual samples. Eddi oF grin ge a eee zed firm, aoe Ge f 
May 26-27—Dist. 3, NSOEA meeting, a pues Forms, 1932 Patterson Ave., Bronx alec 8 yg aeocicage yMO vio pens Es 


Shamrock-Hilton, Houston, Texas. 72, ply BOX 272, MODERN STATIONER A) 

Ong eariaae OFFICE EQUIPMENT DEALER, 1 East Fig 

June 5-6-7—Dist. /, NSOEA meeting, il aieaue at Galeeaine ante ‘FLIGHT- Street, Duluth 2, Minnesota. 6 
Hotel St. Paul, St. Paul, Minn. KING” xe . 


attache and executive cases is in need 
a ‘ V ie : of good representation for the Middle West, We have openings for sideline men to sell fa 
June 58 — Convention-exhibit, Amerl- : exas, and eo =7 Soon comennen. no eian text Christmas cards. All territories 4 
can BBooksellers Assn., Sherman Hotel, rouse accounts. Must have a good following 1 Write full details. Box 274, MODERI 


“-_: and time to devote to the line. This is a short - : , Po 
Chicago. line, but the hottest in the country. Repeats cohen te — or E. — pEQUIPMER 
June 10-11—Dist. 2, NSOEA meeting, are plentiful. Progress Case & Bag Co., 1100 nesota 7 


West Washington Boulevard, Chicago 7, Illinois. 


Hotel Sagamore, Bolton Landing, N.Y 6-60 
June 13-14—Dist. 13, NSOEA meeting, SALESMEN WANTED FOR SALE 


és a th v carry short inexpensive line of plastic at- 
Hotel Concord, Kiamesha Lake, N.Y ache cases, brief cases and portfolios. To sell RETAIL BUSINESS FOR SALE 
: # J wholesale and retail. Territories open: New Ene- Office supply store with unusual potential 
July 10-13—Nat’l Office Machine Deal- land, Mid-West. Far West. Southeast and South- cated in the fastest growing business area (s 
ers Assn. (NOMDA) convention- ex- west. BOX 270, MODERN ST ATIONER AND urban Chicago) in the U. S. Has solid walk 
rng : She? J OFFICE EQUIPMENT DEALER, | East First 
hibit, Coronado, Calif. 


; - trade and telephone order business of high y 
ae ) ~ ~ 
Street. Duluth 2. Minnesota. 6-60 ume. Selling season is well balanced through 
. a ae : re. a . year with alli li ive 
Set. 24-28—Nat’l Stationery and Office Salman aow callies allt eteres. dee store. " allied lines of merchandise. Ev 


. ; sae ‘ , vear has increased ir | f fift y 

Equipment Assn. (NSOEA conven- etc ’ - e are a aa a of studio Highest ' atom sy ‘ay 3 detect Haan 
oe i eS ‘ : and humorous greeting cards. 25% commission. sidential school “eco ‘ she 
aon ‘ xhibit, Conrad Hilton Hote l, Prepaid shipments. Free racks, et« BOX 271, ng me Uy ¥ Fa ‘fur ther de a oi 
Chicago. MODERN STATIONER AND OFFICE EQUIP- 268. MODERN STATIONER AND OFFIG 


[ es ban MENT DEALER, 1 East First Street, Duluth EQUIPMENT D st First Stra 
Oct. 2-8—National Letter Writing Week 2 Minnesota. 8-60 Duluth 2) Mi; DEALER, | East First Sexy 














2. Minnesota. 


for the first time... BEST 


PERSONALIZED CHRISTMAS CARDS 
SPECIALLY DESIGNED FOR BUSINESS SELLERS 


te CLASSIC COLLECTION Erg my 


by Newbury uild 
@ Exclusive ‘‘Award § UNITED 
Winning” Line 


s ve a FIRE-RESISTANT SECURITY BOX, 
ce range oF Gesigns, our exclusive construction, often 
techniques and prices imitated, never equalled. Steel 
BUY DIRECT FROM PUBLISHER — SEND FOR YOUR BOOK TODAY outside and in, cemented asbes- 
tos sheets inserted between. Lab- 
newbu uild 400 Newbury St. oratory tested both here and 
ry Boston 15, Mass. abroad. Fits in standard desk 
drawer, opens without lifting 
out. Protects against fire, water, 
F humidity. Size 12%x9'%4x3%4” 
GREATEST PAPER CUTTER IDEA IN A DECADE! Hammertone finish: green, grey, 
tan. Built-in cylinder lock and 
* It's 100% 2 keys. List $11.95. Ask for Uni- 
hazard-free. mart’s All-Safe Security Box No. 

* No blade 1000G. 
exposure. 
* it cuts UNIMART DESK ORGANIZER. 
precisely. Finest and handiest on the mar- 
ket, exclusive with us. Alpha- 
betical index tabs (2 for each 
letter) encased in washable, un- 
SAFETY breakable, permanent plastic. Sturdy fabric (not paper) back 
PAPER highly extensible, leatherette cover. For every busy desk: execu 
_ @ CUTTER live, secretary, housewife. ~~ 3 papers at your fingertips per 

4-edged, wedge-ground, throw-away cutting blade fectly filed. 5 colors. Ask for No. 357K 

easily replaceable. Built-in Protractor for angle cuts. Ask for latest catalog and price list. 


Light-weight, portable. in 12”, 18”, 24”, and 30” Regular dealer G jobber discounts applicable. : 
cutting capacities, at better stationers everywhere. Cooperative advertising money available on complete line. 


SAFETY CUTTER CO., P. 0. Box 696, MENLO PARK, CALIF. UN ITE CUTLERY & HARDWARE PRODUCTS CO 
BIGGEST PROFIT-MAKER FOR YOU OF CENTURY! 108 East 16th Street, New York 3, N. Y. 
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This page is provided for your convenience. To obtain additional information on new products, trade literature and advertised products in this 
issue, simply circle the corresponding number on the perforated card below, fill in your name, business address and mail the card. 


ADVERTISED PRODUCTS 


101 


102 


103 


104 


105 


106 


Acco Products, Div. of Natser Corp. — 
Pressboard folders — page 3. 
Addo-x, Inc. 
page 60. 


— Printing calculator — 


Advanco Products, Inc. — Punchless 
paper holders, clip board — page 41. 


Amplex Corp. — Lighting fixture — 
page 47. 

Anco Wood Specialties, Inc. — Easels 
— page 74. 


Avery Label Co. — Labels, correction 
tape — page 74. 


107 Bausch & Lomb Optical Co. — Magni- 


108 


109 


110 


VW 


112 


113 


114 


115 


116 


117 


118 


119 


fiers — page 48. 

Bee Paper Co., Inc. — Drafting papers 
— page 69. 

Bridgepoint Playing Card Co. — Card 
playing accessories — page 56. 
Brush, John D., & Co., Inc. — Safes 
— page 65. 

Burroughs Corp. — Typewriter ribbon 
— page 45. 

C-Thru Ruler Co. — Adjustable T-square 
— page 70. 


CharmCraft Publishers 
cards — page 63. 


— Christmas 


Coronet Thermogravers, Inc. — Ther- 
mograved stationery — pages 37 & 38. 


Craftint Mfg. Co., The — Poster colors 
— 2nd cover. 


Cramer Posture Chair Co., Inc. — Of- 
fice chairs — page 46. 


Dennison Mfg. Co. — Crepe streamers 
— page 6. 
Dymo Corp. 
page 16. 
Eaton Paper Corp. — Telephone direc- 


— Embossing tool — 


tory index — page 72. 


0 Ed-U-Cards Mfg. Corp. — Games — 


page 70. 


Faber-Castell, A. W., Pencil Co., Inc. 
— Stick eraser — page 53. 


Ferber Pen Corp. — Ball point pens — 
page 63. 


General Pencil Co. — Ball point pens 
— page 62. 

Gibson, C. R., and Co. 
books — page 61. 


Globe-Wernicke Co., 
chairs — page 51. 


— Memory 
The — Office 


Graff, George B., Co. — File signals, 
map tacks — page 68. 


Greentree Publishers, Inc. — Christmas 
cards — page 72. 


Hanson Scale Co. — Postal scales — 
page 75. 


Heyer Corp., The — Portable addres- 
ser — page 74, 


International Paper Co. — Bond paper, 
new carton — page 13. 


K & C Metal Products Co., 
Vault — page 61. 


Inc. 


Kingsley Machine Co. — Monogram- 
ming machine — page 58. 


Kingsway, Inc. — Chess sets — page 
69. 

Koh-l-Noor Pencil Co., 
point pen — page 75. 


Lith, Michael, Sales Corp. — Paper 
trimmer and cutter — page 52. 


Inc. — Ball 


Luxco, Inc. 


page 67. 
Meilink Steel 
page 64. 


— Machine stands — 
Safe Co. — Safes — 


Melind, Lovis, Co. — Pocket seal and 
case — 3rd cover. 


MODERN STATIONER ( 


) Dealer 


139 


140 


14 


142 


Micropoint, Inc. — Writing instrument 
promotion — page 49. 

Murphy Miller, 
— 4th cover. 


Inc. — Desks, chairs 


National Cash Register, Co., 
Adding machines — page 43. 


The — 


Norcross, Inc. 
pages 8 & 9. 


— Greeting cards — 


Parker Pen Co., The — Fountain pen 
— page 15. 


Plymouth Rubber Co., Inc. 
bands — page 36. 


— Rubber 


Regency Thermographers — Wedding 
stationery — page 64. 


Regna Cash Registers, ‘Inc. 
registers, adding machines, 
page 35. 


Rochester Ribbon & Carbon Co., Inc. 
— Typewriter ribbons — page 44. 


— Cash 
safes — 


Forms 
page 71. 


Rowles Mfg. Co., Div. of Beckley-Cardy 
— Chalkboards, bulletin boards — 
page 73. 


Rogersnap Business 
forms, service kit — 


— Snap 


Royal Register Co. 
— page 73. 


— Register forms 


Saginaw Industries Co. — Display fix- 
tures — page 71. 


Schwab Safe Co., Inc. — Portable led- 
ger file — page 71. 


Seneca Novelty Co., 
page 71. 


Safety Cutter Co. 
page 76. 


Shaeffer, W. A., Pen Co. — Writing 
instrument assortments — page 10. 


shar- 


Inc. — Colored 


— Paper cutter — 


Sterling Plastics Co. — Pencil 
pener — pages 39 & 40. 


(Continued on next page) 
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) Mfr's. Representative 


Tell-Me-More Dept. 
a 


Please Print or Ci I a ovsciacniccenconsnsnnsercvosnisiitettiniinticesmainintaianame 


Simply circle the num- 
ber of the product or 
service you would like 
to know more about, 
and drop this card in 
a convenient mailbox. 
No postage is needed. 


Type Information 





101 
117 
133 
149 
165 


Advertised Products: 
114 #115 4116 
130 131 132 
146 147 148 
162 163 164 


110 
126 
142 
158 
174 


128 
144 
160 


129 
145 


159 161 


New Products: 1 2 3 4 5 6 7 8 9 14 15 1% 17 18 
19 20 21 22 23 24 25 26 27 28 29 3435 36 37 38 
39 40 41 42 43 44 45 46 47 48 49 $4 55 36 S37 3 
59 60 61 62 63 64 65 66 67 68 69 


Yours for the asking: A B C D E F G H I 





tell me more 


about these 
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EE enaateom 


tiie decent Gun quae annventonse. 


To obtain additional information on new products, trade literature and advertised products in 


issve, simply circle the corresponding number on the perforated card below, fill in your name, business address and mail the card. 


ADVERTISED PRODUCTS 


157 


164 


165 


166 


169 


170 


171 


(Continued from ether side) 

Tegre Sales Co., Inc. —- Marking de- 
vices — page 34. 

Tiffany Stand Co. — Office machine 
stand, utility table — page 68. 
Tuttle Press Co. — Gift wraps, party 
accessories — page 53. 

Typerite Corp., The — Bond paper 
carbon sets — page 42. 

United Cutlery & Hardware Prod. Co. 
— Security box, desk organizer — 
page 76. 

United Stationers Supply Co., — Sta- 
tionery supplies new catalog — page 
50. 

Van Valkenburg, L. D., Co. — Pencil 
clips — page 61. 

Victor Safe & Equipment, Remington 
Rand — Fire-insulated drawer — page 
52. 

Warshaw Mfg. Co., Inc., The — Filing 
supplies — page 4. 

Weber, F., Co. 
page 75. 

Weis Mfg. Co., The — Steel files — 
page 70. 

Newbury Guild — Christmas Cards — 
page 76. 

Master Addresser Co. — Portable dup- 
licator, duplicating supplies — page 
55. 

American Map Co., Inc. — Maps for 
children — page 33. 

J. L. Galif & Son., Inc. 
changers — page 69. 
Formfoto Mfg. Co. 
machines — page 59. 
Print-O-Matic Co., 
display — page 66. 
Pike, E. W. & Co. — Moisteners — 


— Poster colors — 


— Money 
— Photocopying 


Inc. — Duplicator 


Postage 
Will be Paid 


Yours For The 


Carbonset Sample Kit 
Calendar Brochure 

Brief Bag Catalog 

Art Material Pamplet 
Magnetic Ink Forms 
Magnetic Ink Samples 
Greeting Card Samples 
Posting Equipment Catalog 
Vacation Schedule 
Partition Installation Manual 
Bookcase Catalog 

Paper Price List 
Self-Selection Merchandise 
Accessories Catalog 


Se ene "2 C ae 


New Producis 


Pen With Paper Supply 
Partition Planning Kit 
Vinyl Attache Case 
Decorative Pen Set 
Nameplate Press 
Battery-Powered Eraser 
School Binder 

Pencil Box 

Executive Attache Case 
Labeling Tool 

Foil Gift Wrap 

Filter Tip Ball Pen 
Special Notebook Display 
Storage Files 

Chip Caddy 

Gift Wrap Displayer 
Gummed Tape Machine 
Floor Safes 

Coat Rack 

Utility Ball Pen 
Briefcase-Size Duplicator 
Summer Camp Cards 


1 
2 
3 
4 
5 
6 
7 
8 
9 
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Asking 3: 


25 
26 
27 
28 
29 
30 
31 

32 
33 
34 
35 
36 
37 
38 
39 
40 
41 
42 
43 
44 
45 
46 
47 
48 
49 
50 
51 
52 
53 
54 
55 
56 
57 
58 
59 
60 
61 

62 
63 
64 
65 
66 
67 
68 
69 
70 


No 


Postage Stamp 
Necessary 
If Mailed in the 
United States 








BUSINESS 





REPLY 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.&R., 


CARD 


DULUTH, MINN. 











—— 








TELL-ME-MORE DEPT. 





MODERN STATIONER 


1 EAST FIRST STREET 
DULUTH 2, MINNESOTA 


Thermal Reproduction Paper 
Personalized Label Displays 
Copying Machine 
Redesigned Safes 

Studio Card Rack 

Kitten Card Line 
Carbon-Based Color Inks 
Zodiac Birthday Cards 
Office Paper Cutter 
Contemporary Furniture Line 
Ash Tray 

Detachable Chair Ash Tray 
Clothing Rack 

Rotary Phone Index 
Redesigned Pencil Sharpener 
Get-Well Book 

Wall Phone Accessory 
Acetate Greeting Cards 
Felt-Tip Marker 

World Map 

Forms Display Carton 

Chair Cushions 

New Carbon Paper Backing 
Social Stationery Album 
Telephone Index 

Christmas Card Lists 
Typewriter Merchandising Unit 
Electric Eraser 

Office Machine Cabinet 
Roll File 

Social Stationery 

Catalog Rack 

Clip Board Binder 
Speedball Penholder 
Copying Machine 
Accessories 

Christmas Cards 

Adult Games 

Decorative Candles 
Modular Storage Cabinets 
Coin Counter-Wrap 
Numbered Painting Sets 
Hooded Casters 

Two-Hole Punch 

All Purpose Ball Pens 
Portable Roll File 

Ruler Display 

Air Travel Scale 


To obtain additic 
information on 1 
products, literatur: 
advertised prod 
described in this iss 
use this card, whic! 
provided for your ¢ 
venience. 
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SELLS FOR 


ONLY DOLLARS? 


..- looks like twenty 
in its new case! 


Justrite’ Notary and 
orporation No. 1 
Pocket Seal ..........$8.00 
Dealer Discount 40% 








All “Justrite” products are sold exclusively 
through dealers, never direct to consumer. 


Ever notice how tenderly a jeweler places a 
watch on a beautiful black velvet pad to display 
it? Or how attractive is the container of even 
a modest perfume? 


Showmanship? Psychology? Whatever it is, 
people like it . . . like to see good merchandise 
treated with respect .. . and they'll like to see 
their official corporate or notary seal in its 


handsome new case of London Tan vinyl 
(moisture and scuff resistant) to preserve the 
gleaming chrome finish of the seal indefinitely. 


All your “Justrite’” Pocket Seals now come in 
this handsome presentation case . . . another 
reason to concentrate your Seal orders with 
“Justrite.” And don’t forget our “same day 


service” on all orders. 


} 
5 reasons to concentrate your orders with “Justrite” | 
1. Same Day Service. 2. A Fair Profit for | 
You. 3. No Direct Selling by “Justrite.” 
4. Engraved Letters (instead of punched) 
for Maximum Sharpness, Uniform Spacing. 


5. Handsome Presentation Case with every 
Pocket Seal. 


Use convenient coupon to obtain FREE “Justrite” catalog 


LOUIS MELIND CO. 
3524 NORTH CLARK STREET, CHICAGO 13 Date 


YES, please send us your FREE “Justrite” catalog. 


for our FREE 86 page catalog of “Justrite’’ Seals, Rubber 
ps, Daters, Numberers, Time Stamps, Pads and Supplies. 
merchandise sold exclusively through dealers. 


OUIS MELIND CO. 


ded 1893 Telephone GR 7-4200 
24 NORTH CLARK STREET © CHICAGO 13 


NAME OF FIRM. 


ATTENTION_ 


ADDRESS. 


io 


-ZONE__STATE_ 


- - - for more details circle 138 on last page 





ALL WALNUT 
DESK 


d stability, just partially describes the new 
enjoy in a desk 
Walnut tops, 


Style function an 
Murphy-Miller line. All the features you 
“nc ding the unmatched ess of natural 

c laminated to protect natures beauty. 


pla sti 


- Pe Y.. - J L. 

q prestige and durab 
, 

m rubber reversible 


new 600 Serie toa 
A . er 
Cats. A\valiaDle as swivel, posture swiv 


nair. 


hinned 


cus 
and guest c 


! 


NEW, REVISED CATALOG NOW AVAILABLE, 
WRITE TO ADVERTISING DEPARTMENT. 


=| 


/ 
MURPHY “! MILLER, Inc. 2... 50080 
- - - for more details circle — last page 


KENTUCKY 








